


- + “My house is in order” : - 


In this troubled world many a man can say, ‘““My house is in 
order’’— only because he has life insurance. His insurance 
means financial protection for his family. It means an income 


which he himself can use, if he lives to retirement age. Comfort- 
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Q. Just how can life insurance put a 
‘house in order’’? 

A. Here is one way, in a typical Equitable 
program. A policyholder has provided, in 
event of his death, a clean-up fund for 
debts, life incomes for his wife and son; and 
if he himself lives, a retirement income. 


. ° - 


Q. How can you make sure of having 
the life insurance program you need? 


A. Ask an Equitable agent to apply the 
well known Case Method to your require- 
ments. At no cost he will work out a plan 
exactly fitted to your own family responsi- 
bilities and ambitions. 


Q. What is one simple way to increase 
the value of your policies? 


A. Just leave your insurance dividends with 
the company, converting them into addi- 
tional insurance if your policy so provides. 


Q. What is one reason for the great 
strength of mutual life insurance? 


A. A multitude of people band together 
to share a financial loss that may fall on 
one or more of their families. This joining 
of forces divides the cost and multiplies 
the security. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393 Seventh Ave., New York, 
N. Y., will receive prompt attention by mail. 
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+ pene in America, some 64 
million Americans own 110 bil- 
lion dollars’ worth of life insurance. 


And this fact presents an inter- 
esting paradox... 


We'll venture to say that, among 
all these millions of people, not one 
in a thousand has ever bought a 
dollar’s worth of life insurance. For 
life insurance is SOLD—not 
bought! 


Human nature being what it is, 
there is nothing that seems as re- 
mote to the average man as the 
needs of tomorrow. 


Most of us are far more ready to 
think up reasons for not being sold 
life insurance—new ways of saying 


“P1RADOX 


“No!” to a man whose quiet per- 
sistence has made him one of the 
most unappreciated menin America. 


We mean the life insurance agent 

. a man whose courage and pa- 
tience bring him back in the face 
of repeated rebuffs, to sell us some- 
thing we need—something we need 
but probably wouldn’t buy, if left 
to our own devices. 


F there were no life insurance 

agents, life insurance could be 
sold at a slightly lower unit cost, 
to be sure. But any saving that 
might result would most certainly 
be offset many times over by the 
tragic loss of protection and security 
suffered by millions of people who 
would have no life insurance when 





they needed its benefits most. 


Moreover, life insurance bought 
on an ordinary ‘“‘cash-and-carry” 
basis would, in a large proportion 
of cases, be totally unsuited to the 
specific needs of the policyholder 
and his family. 


OR the agent, you see, is more 

than just a salesman. He is a 
highly trained social engineer—per- 
forming a service which society, as 
now constituted, cannot afford to 
be without. 


In short, the life insurance agent 
today is the key factor in an eco- 
nomic structure which has enabled 
64 million thrifty, forward-looking 
Americans to sign their own “‘decla- 
ration of independence!” 
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Sears, Roebuck, 
Giannini Deal Is 
Terminated 





Cease Negotiations for Sale 
of Hercules Life to Occi- 
dental Life 





A surprise was sprung on the frater- 
nity when it was announced by Presi- 
dent Carl L. Odell of the Hercules Life 
of Chicago, one of the Sears, Roebuck & 
(o. affiliates, that its deal with the Occi- 
dental Life of Los Angeles whereby the 
latter was to take over the Chicago com- 
pany, had been terminated. The Her- 
cules Life was organized early in 1934 
and took over the business and assets of 


the National Life, U.S.A., which had 
gone in the hands of a receiver. In the 
statement President Odell said that 
“public opinion seems to be against re- 
moval of the assets of the National Life, 
US.A,, so far from Illinois.” 

An interesting feature in the proposed 
deal was the fact that the Hercules owns 
upwards of 15,000 shares of stock of the 
Continental-Illinois National Bank & 
Trust Co. of Chicago, which if it had 
passed into the hands of the Occidental 
Life would have made the Giannini in- 
terests, which own the Occidental, the 
second largest stockholder of the Chi- 
cago bank. The Occidental Life has been 
extending itself and desired to get a firm 
foothold in the central west. It was 
thought that if the deal had been con- 
summated its central western operating 
office would have been located in Chi- 
cago. The Giannini interests have a 
strong hold on a New York City bank 
which gives their far flung organization 
4 base of operations there. To become 
the second largest stockholder in the 
Chicago bank would have placed the 


Giannini interests in a very formidable 
Position, 


Haffner Visited Los Angeles 


_ Actuary R. R. Haffner of the Illinois 
pouranice department went to Los Ange- 
¢s to make a survey of the Occidental 
rs and to confer with Commissioner 
jupenter of California. It was stated 
ri Mr. Haffner’s visit that approval of 
= deal by the California department 
= we necessary as both companies 
be oy vent. Insurance Director Palmer 
a. mois announced that his depart- 
dent not act until the California 
tan “ge: had stated its position and 
ina e Chicago court which still has 
toast 63x: over the estate of the Na- 
The op ‘S.A., had given its approval. 
“oe deal, however, had not 
- a mitted to the court. The Sears, 
dental Tit Co. people and the Occi- 
cay be te had agreed on terms and 
Bisa official sanction. Sears, 
pte . Co. through President Wood 
life a that it was convinced that 
cessfully hoe could not be sold suc- 
iuran. and while the Allstate 
on ‘sac and the Allstate Fire had 
the life ma ul as auto insurance writers, 
one henna department, President 
NTINUED ON PAGE 10) 


Show Classification of 
Life Company Investments 





The following analysis of life insur- 
ance investments covers those compa- 
nies which have $100,000,000 or more 
ordinary insurance in force. This group 
accounts for 90 percent or more of the 
legal reserve life insurance in force in 
the United States. 

The large percentage of liquidity in 
life insurance is noteworthy. Bonds, 
stocks, cash on deposit and cash in com- 
pany offices cover more than 56 percent 
of the entire gross assets. Policy loans 
are sometimes considered as liquid as- 
sets because they are immediately de- 





ducted from any claim for death or ma- 
turity of the policy by which they are 
secured and the cash which they repre- 
sent can be needed for no other purpose 
than the payment on such claims. If 
policy loans are included in the liquid 
assets, the percentage is increased to 
69.11. 

With all of the real estate foreclosures 
that have taken place during the depres- 
sion period, real estate owned amounts 
to only 7.70 percent of the gross assets 
and a goodly share of this item is made 
up of home office buildings. 


























The Buccaneer Hotel, Galveston, Tex., 
has been selected by the executive com- 
mittee of the Million Dollar Round Ya- 
ble for the pre-convention outing. A. C. 
(“Tex”) Bayless, Houston, outing chair- 
man, is developing many entertainment 
plans. 

The pre-convention outing affords op- 
portunity for “America’s star producers 
to get together socially in advance of the 
regular business meeting. It is expected 
attendance records will be breken this 
year. Some large producers who have 
not attended in the past have indicated 
t. the committee they plan to attend 
this vear. 

A monthly additional list of qualifiers 
for the round table is being issued bv the 
committee. Added starters this month 
are: 


Qualifying and Life Members 


M. L. Alberts, Equitable Society, Chi- 
cago; C. V. Anderson, Provident Mutual, 
Cincinnati; A. C. Bayless, Southland Life. 
Houston, Tex.; J. E. Clayton, Mutual 
Benefit, Newark; P. W. Cook, Mutual 
Benefit, Chicago; J, E. FitzGerald, Fidel- 
ity Mutual, San Jose, Cal.; A. E. Gillman, 
Northwestern Mutual, Cincinnati; Isidor 
Hirschfeld, Equitable Society, New York; 
H. K. Nickell, Connecticut General, Chi- 
cago; H. L. Peebles, Northwestern Mu- 
tual, Charleston, W. Va., Wilmington, 
Del.; L. A. Spencer, Equitable Society, 
Youngstown, O.; Harry Steiner, FEquit- 
able Society, Chicago; E. B. Stinde, 
Northwestern Mutual, St. Louis. 


Qualifying Members 
Isidor Artsis, Equitable Society, New 
York; Maurice Chier, Continental Assur- 
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H. L. Regenstein, 
New York. 


western, New York; 
Massachusetts Mutual, 


Life Members 


Dr. Cc. E. Albright, Northwestern Mu- 
tual, Milwaukee; J. D. Freeman, Equit- 
able Society, Baltimore; Sigourney Mel- 
lor, Prudential, Philadelphia; S. F. Smith, 


Connecticut General, Philadelphia; J. M. 
Stokes, Jr.. New England Mutual, Phila- 
delphia; Dix Teachenor, Kansas City 


Life, Kansas City; S. R. Weems, Minne- 
sota Mutual, Weslaco, Tex. 





Hold Spring Ad Conference 
in New York City May 19 


NEW YORK—The annual spring 
meeting of the Insurance Advertising 
Conference will be held May 19 at the 
Hotel Roosevelt in this city, it was de- 
cided at the meeting of the executive 
committee here. The general session 
will open at 10 a. m. Two nationally 
known speakers will discuss “The Best 
Type of Insurance Advertising.” 

The afternoon will be given over to 
group meetings, with Harold E. Taylor, 
American of Newark, presiding over 
the fire and casualty group and Charles 
E. Crane, National Life of Vermont, di- 
recting the life meeting. Topics of cur- 
rent interest will be discussed in both 
sessions. Members of the program 
committee are Ray C. Dreher, Boston 
and Old Colony; C. J. Fitzpatrick, U. S. 
F. & G., and W. L. Lewis, Agricultural. 








Important Changes 
Seen Slated for 
Savings Bank Law 





Imperfections May Be Rem- 
edied at Next New York 


Legislative Session. 





NEW YORK-—Intimations that im- 
portant amendments correcting some of 
the glaring deficiencies of the Living- 
ston-Piper savings bank life insurance 
law would be added at the next session 
of the New York legislature were given 
by President A. V. Youngman of the 
New York City Life Underwriters As- 
sociation at its April meeting. Mr. 
Youngman quoted from a report by 
Albert Hirst, counsel New York State 


Life Underwriters Association, to Spen- 
cer L. McCarty, chairman of the state 
association general committee. 

The report stated that Mr. Hirst had 
been advised by one of the sponsors of 
the bill that there is likelihood that fur- 
ther amendments to the bill will be of- 
fered in the next year’s session and that 
at that time the state association will 
unquestionably be in a position to urge 
and obtain further improvement in the 
measure. 


No Enforcement Provision 


One of the worst features of the law 
as it stands is, while there is a prohibi- 
tion against more than $3,000 of savings 
bank insurance being issued to any one 
person, there is no provision for a check- 
ing procedure to determine whether any 
applicant’s application would bring his 
total of insurance in’ the banks to more 
than $3,000. Nor is there anything in 
the law to fix the status of_a man who 
might have bought more insurance of 
this type than the law permits. It is 
felt that complications might arise in 
this connection that would be unfortu- 
nate for policyholders generally and for 
the entire insurance business. 

Another feature about savings bank 
life insurance in New York state that 
needs correction is the provision for 
charging for proofs of death. The state 
association worked to have this provi- 
sion eliminated but was not sucessful. 


Got Many Improvements 


The report pointed out that the state 
association was instrumental in getting 
a considerably more acceptable piece of 
legislation than would have been the 
case without its efforts. Limiting of the 
total amount of savings bank life insur- 
ance on any one life to $3,000 was. in 
large measure due to the association’s 
work. If the New York law were like 
that in Massachusetts there would be 
nothing to prevent one man from buy- 
ing $140,000 of savings bank insurance 
if all the state’s savings banks were to 
go into the scheme. 

The serious danger of misrepresenta- 
tion which might have led many to be- 
lieve the assets of the banks and the 
credit of the states to be behind savings 
bank life insurance was greatly min- 

(CONTINUED ON PAGE 10) 
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Present Five-Year History of Mortality Ratios} 
and Interest Earnings 


Life insurance is unique among the 
businesses of the world in that it has 
two well defined sources from which to 
draw earnings and profits, where others 
have only one. The manufacturer must 
depend upon the difference between his 
manufacturing cost and his selling price; 
the retailer must buy low and sell high, 
his success depending directly upon his 
ability to do so. The principal source 
of revenue in the banking business is 
interest paid for the use of sums of 
money. Anything that affects these sin- 
gle sources of earnings immediately af- 
fects the entire structure of the business. 

Life insurance companies are in the 
money lending business similar to banks. 
However, the net interest from invest- 
ments seldom exceeds one-seventh of 
the company’s total income for the year. 

Theoretically, life insurance rates will 
take care of 100 percent mortality on 
the American Experience table if the 
compzny can earn 3 percent or 3% per- 
cent interest, as the case may be, to 
maintain the reserve. Again, theoreti- 
cally, if the company earns 3 percent or 
3% percent as required by its reserve 
basis but earns nothing more than that 
and experiences a 70 percent mortality, 
that company is making an apparent 39 
percent profit. This is not entirely true 
as it does not take into consideration a 
number of very important factors. It is 
sufficiently true, however, to illustrate 
that a large margin of safety can be set 
up as surplus for additional policyhold- 
ers’ protection or distribution among 
policyholders. 

Back in the black days of 1917, 1918 
and 1919 when the influenza epidemic 
was boosting the mortality ratio up near 
the 100 percent mark, interest earnings 
continued strong so that stockholders 
were not called upon for additional back- 
ing of stock companies and dividends to 
policyholders in mutual companies were 
discontinued in only a few cases. Those 
few instances were simply safety meas- 
ures of a temporary nature until the full 
extent of the epidemic losses could be 
ascertained. More recently during the 
depression when interest earnings and 
investments were in doubtful shape, 
mortality savings have allowed life in- 
surance companies to come through with 
a record that can be equalled by no 
other business. The accompanying ta- 
ble from the 1938 Little Gem Life Chart 
gives histories over the past five years 
of net interest rates and ratios of actual 
to expected mortality. 


Program Is Announced for 
Connecticut Congress 





A notable program, headed by Presi- 
dent O. Sam Cummings of the National 
Association of Life Underwriters is an- 
nounced for the Hartford sales congress 
of the Connecticut State Association of 
Life Underwriters on May 3. Commis- 
sioner Blackall will welcome the agents 
to the congress and Mr. Cummings will 
speak on “The Essentials of Life In- 
surance Sales Success.” 

A. H. Hiatt, Jr., Aetna Life assistant 
superintendent of agencies, and E. H. 
Snow, agency assistant Aetna Life, will 
present a sales demonstration, “Proven 
Principles That Produce Profits.” 

Col. D. Gordon Hunter, vice-president 
and agency manager Phoenix Mutual, 
will conclude the morning program with 
a talk, “Irrespective of the Trend.” 

A panel discussion of programming 
will open the afternoon session. Fred 
Lyter, assistant superintendent of agen- 
cies Connecticut Mutual, will be chair- 
man. He will be assisted in the discus- 
sion by Paul D. McCarthy, Aetna Life; 
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A. W. Larkum, Phoenix Mutual; Nel- 
son Taintor, Connecticut Mutual; P. I. 
Holway, Connecticut General; 
Trotman, and Joseph Slobin, Metropoli- 


Sophia W. Bliven, manager of the phy of Living,” by C. C. Day, Oklaho 
women’s sales unit of the home office | general agent, Pacific Mutual. | Lif 
Stanley | agency of the Penn Mutual, will speak W. W. Hartshorn, Metropolitan te 
on “The Women’s Market.” Hartford, is chairman of the s4 es 

The final address will be “A Philoso- | gress committee. 
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‘Pent-up Demand 


for Goods Should 
End Depression 





Linton Surveys Current Sit- 
uation in Addressing Cali- 
fornia Regional Meet 





The pent-up demand for goods on the 
part of millions of Americans should put 
an end to the current depression pro- 
vided government meets business half- 
way, according to M. A. Linton, presi- 
dent of the Provident- Mutuai Life, in 
addressing the opening session of the 
first regional convention, held for its 
western representatives in Del Monte, 


Cal. 
The first depression was a world-wide 


catastrophe in which the United States 
suffered along with all of its neighbors. 
The present one is a domestic problem 
and can be overcome by a sound ap- 
ptoach to economic problems on the part 
of government bodies, Mr. Linton said. 


Idle Dollars, Idle Men 


Pointing out that only through the 
investhient of private capital can perma- 
nent employment be provided, Mr. Lin- 
ton cited the high income surtaxes, the 
capital gains tax and the undistributed 
profits tax as playing leading parts in 
stifling the flow of private capital into 
industry. Idle dollars mean idle men. 

‘The question: is not whether a man 
can live comfortably on what is left to 
him after payment of taxes—the ques- 
tion is rather what productive form of 
industry would his savings have created 
had they been permitted to flow into 
gainful business channels,” Mr. Linton 
aid, “Increased goods produced through 
the employment of private capital will 
not only help to solve the unemployment 
problem but will raise the standard of 
lving for the entire country, including 
the underprivileged third.” 


Welcome from Commissioner 


The convention was welcomed to Del 
Monte by Commissioner Carpenter of 
California. Mr. Carpenter praised life 
insurance as a mighty force in building 
the self-reliance of the individual, and 
told his hearers that life insurance is in 
fact the privilege of determining in ad- 
vance the standard of living of a family’s 
future many years hence. 

Willard K: Wise, vice-president in 
tharge of agencies, answered the ques- 
ton “How Safe Is Life Insurance?” He 
‘ud life insurance had been made safe 
for the companies, for the insured and 
for the beneficiaries, but the next job is 
‘make it safe for the whole time agent. 
t emphasized the Provident’s plan of 
‘ncentrating on the development of a 
tld force of successful men and showed 
ow the number and proportion of $100,- 

men had increased while the number 
agents had decreased materially. 
ther speakers at the first session 

me: Agency Assistant Ernest A. Far- 
eng who outlined the company’s 
ee month plan, and Advertising Man- 
wd Nelson A. White, who discussed the 
ad advertising program which is cen- 
ted around the personality of the indi- 
"ual agent, 


Forum on Approach Methods 


gs H. Cowles, general agent at 
lis wnettess delighted his audience by 
‘ itty introductions as toastmaster at 
oe Color movies of the Rocky 
President’ and Swiss Alps, taken by 
ent Linton, furnished the principal 
wainment feature. 
ape Peterson, general agent at 
Woach conducted a forum on sound ap- 
methods. Those who partici- 
(CONTINUED ON PAGE 10) 








Life Insurance Drama Is 
to Go on Air May 9-12 


Dr. John M. Thomas Resigns 


as National Life Executive 








A feature of the “Annual Message .of 
Life Insurance” country-wide activities 
May 9-14 will be presentation of a radio 
drama by the Columbia Broacasting 
System entitled “Laura Dunn, Widow.” 
This will be broadcast May 9, 10, 11 and 
12 over station WABC from 11:45 a. m. 
to noon eastern daylight saving time. 

It is presented as being a real life 
story, and highly dramatic and poignant. 
It also is designed to bring home to 
listeners the need for the kind of protec- 
tion which only life insurance can pro- 
vide. John Loveton will direct the 
series, in which Broadway and radio 
stars will play leading roles. 








Commerce Commission Given 
Reinsurance Jurisdiction 





ST. PAUL—The Minnesota attorney 
general’s office holds that the state com- 
merce commission has jurisdiction in 
the related subjects of consolidation and 
reinsurance of domestic insurance com- 
panies. In doing so it reverses an opin- 
ion of the same office in 1929, which 
held that another commission had juris- 
diction in reinsurance cases. This clears 
up a point which has confused the in- 
surance department for several years. 
The commerce commission is made up 
of the insurance commissioner, commis- 
sioner of banks and securities commis- 
sioner, 


Bankers Life Top Agencies 

Ten top-ranking agencies for the 
Bankers Life of Iowa in the year to 
April 1 are, in the order named: San An- 
tonio, Des Moines, Cedar Rapids, Pitts- 
burgh, Chicago, San Francisco, Mason 
City, Lincoln, Madison and Indiana. 


Interests 





MONTPELIER, VT.—Dr. John M. 
Thomas presented his resignation as a 
vice-president of the National Life at the 
quarterly meeting of the directors, ex- 





DR. JOHN M. THOMAS 


plaining that it would become effective 
Aug. 1. He explained that he wished, 
after 45 years of active life as a minis- 
ter, college president, and insurance ex- 
ecutive, to have less confining duties 
(CONTINUED ON PAGE 11) 














built by the actuary one may 


till doomsday.” 


destructible protection. 


* 


-THE PENN MUTUAL 


Independence Square 





TERM-ITES 


One may think the wooden uprights in his cellar are wholly 
sound, yet find when piercing them with an auger that the 
core has been utterly destroyed by termites. 
looks like a flying ant, but isn’t. 


actuaries, design and build; and of the houses of protection 


Term-ites destroy a life insurance structure even as ter- 
mites destroy foundation posts. They do it with ridiculously 
fallacious calculations, to support their “buy Term insurance 
and invest the difference” theory of life insurance protection. 

“Have you the first life insurance policy you ever bought?” 
was asked of 2,000 persons, and 1,700 answered “Yes.” Only 
15 of the 2,000 had their first investments! 

And there’s $110,000,000,000 of scientific life insurance 


in force,—more than 90% combining sure-saving with in-. 


* 


Wa. H. Kinasuey, President. 


The termite 


Ants, like life insurance 


say “the houses he builds last 


+ 


LIFE INSURANCE CO. 


PHILADELPHIA 

















Vice-president of Vermont Com- 
pany to Devote Self to Other 





See Lengthy Fight 
Over Status of 
Detroit Company 





American Life Is Resisting 
to the Utmost Move for Cus- 
todianship 





LANSING, MICH.—A protracted 
court fight was indicated this week over 
eventual disposition of the business of 
the American Life of Detroit, Michigan’s 
largest life carrier, which was placed 
in temporary custodianship last week at 
the request of the Michigan department. 
Commissioner Gauss filed a_ petition 
asking for a custodian’s or conservator’s 
powers, but the petition was suppressed 
by Circuit Judge Carr of Ingham county 
on motion of the company and news of 
the custodianship did not leak out until 
later. 
_ Actual disclosures in the petition and 
in the company’s return were not re- 
vealed until April 16, when hearing on 
the court’s show-cause order started. 
Only one witness had appeared in the 
first two days of the hearing, Saturday 
and Monday, when adjournment was 
taken until Wednesday. 

The court at the outset denied a de- 
fense motion to dismiss the petition and 
W. M. Brucker, former Michigan gov- 
ernor, who is general counsel and a 
vice-president of American Life, and 
George Klein indicated that point might 
be the basis of an appeal to the supreme 
court. The Ingham court’s jurisdiction 
over a custodianship matter was ques- 
tioned, the defense contending that the 
department’s action, in view of the fact 
that there was no definite request for 
a receivership, should have been started 
in the Wayne county circuit court (De- 
troit), the tribunal having jurisdiction 


over the area in which the company is 
domiciled. 


“Rounded Off” the Figures 


As the hearing progressed it became 
apparent that the defense would con- 
centrate on efforts to discredit the ap- 
praisals of the company’s real estate 
and bond holdings by the department’s 
experts, on the basis of which Commis- 
sioner Gauss claimed an impairment of 
$2,152,961 existed as of Dec. 31, 1937. 
The department petition was based on 
a conference examination conducted by 
Michigan, Indiana, Iowa, Oklahoma and 
Texas. The petition stated that the ex- 
amination disclosed total insurance in 
force as of that date $62,624,402, divided 
among 33,746 policies. Liabilities were 
placed at $16,791,753 and assets at $14,- 
638,791. Capital is $500,000. The peti- 
tion stated that the book values of 
bonds and real estate are far in excess 
of the market value. The examiner’s re- 
port, petition asserted, is “very con- 
servative.” 

W. W. Tanney of Detroit, an inde- 
pendent real estate appraiser who fixed 
the valuations on holdings of the com- 
pany in the Detroit area for the depart- 
ment, was the first witness and his tes- 
timony, together with cross-questioning, 
occupied the entire first two days. He 
explained his appraisals and denied, un- 
der the cross-examination conducted by 
Mr. Brucker, that his evaluations were 
fixed on a liquidation rather than on a 
fair market value basis. Mr. Brucker 
said the company has met all policy- 
holder obligations and could continue to 
do so as a going concern if fair values 
were given to its property and bond 
holdings on the basis that neither need 
be disposed of at forced sale. 

Brucker’s line of questioning obvi- 
ously was intended to produce the im- 
pression that Tanney used the lowest 
possible figures in all of his appraisals. 

(CONTINUED ON PAGE 11) 
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National Leaders in Talks 


Chicago Sales Congress Draws Cummings, Engelsman and 
Anderson; Local Talent Also Makes Hit in How to Sell Session 





A real galaxy of life insurance stars, 
nationally known, and an attendance 
greater than ever in the history of the 
Chicago Association of Life Underwrit- 
ers, made the annual sales congress in 
that city this week one of the most im- 
portant gatherings in the midwest this 
year. Headliners were Ralph G. Engels- 
man, general agent Penn Mutual, New 
York City; O. Sam Cummings, general 
agent Kansas City Life, Dallas, Tex., 
and president National Association of 
Life Underwriters; C. Vivian Anderson, 
special agent Provident Mutual, Cin- 
cinnati; W. J. Tucker, agent Travelers, 
Beloit, Wis., and Beatrice Jones, assist- 
ant manager Devitt agency, Equitable 
Society, New York City. 

But in addition Chicago supplied 
speaking talent of large caliber: Samuel 
Lustgarten, agency manager Equitable 
Society, whose staff has been one of the 
most successful in the country; Lloyd 
Lafot, inspector of agencies, New York 
Life, and S. D. Risley, superintendent 
of agencies Great Lakes territory, Met- 
ropolitan. 


National Officials 


It also served to bring together a 
number of National association officials, 
in addition to President Cummings, 
there being present C. J. Zimmerman, 
Chicago, general agent Connecticut Mu- 
tual and secretary National association; 
Harry T. Wright, National trustee; 
P. B. Hobbs, sales congress chairman 
and chairman National general agents 
and managers division, and J. Hawley 
Wilson, Peoria, Ill, National trustee. 
Mr. Hobbs presided in the morning, 
and J. M. Royer, general agent Penn 
Mutual, Chicago, in the afternoon. A. E. 
McKeough, president, opened the con- 
gress. 

Mr. Lafot led off with a talk brim- 
ming with valuable sales tips. He told 
of questioning a number of successful 
agents whose average paid production 
for last year was $276,500, average 
annual income $8,000, average number 
of cases sold, 100. They all had certain 
characteristics in common, he said. They 
were application-minded, and were com- 
mitted to build volume by a large num- 





ber of sales, their goal being 100 paid 
cases a year. They all had definite work 
plans set down in writing a year ahead, 
which were broken down into monthly, 
weekly and daily program. They kept 
simple, but complete, work records, and 
studied their records frequently, analyz- 
ing their work and seeking constantly to 
improve their methods. 


Scientific Selling 


They all had an effective automatic 
feeder prospect system. This operated 
so that by putting names in a “hopper” 
they were able to grind out names and 
information in sufficient volume and 
quality for them to secure the proper 
volume of sales necessary for their 
standard of living. They are conduct- 
ing their business scientifically, Mr. La- 
fot said. Finally, they systematically 
are trying to build the right kind of 
reputation, to become known as success- 
ful men. They are thus insuring re- 
peat business from policyholders, and 
are capitalizing on this source in an or- 
ganized fashion. 

“T wonder if a return to these simple 
fundamentals wouldn’t prove beneficial 
for all of us?” he inquired. “Most of us 
probably are relatively inefficient in our 
production. Our greatest chance for 
more success in these times lies in a per- 
centage improvement of our working 
methods.” 


Question and Answer Session 


Ralph Engelsman conducted a ques- 
tion and answer forum which drew forth 
many answers to current objections. 
Most of the questions dealt with infla- 
tion, business insurance, “friend in the 
business,” etc., but one was whether the 
threat of the Massachusetts and New 
York savings bank life insurance might 
spread to the point where the agency 
system would be stifled. 

Mr. Engelsman said he believed the 
agency system would continue indefi- 
nitely. ‘However,’ he said, “savings 
banks insurance acts should be a warn- 
ing to us to see what we can do in pub- 
lic relations, We have not solved this 
problem right, and our companies have 
not had the foresight to put on a proper 





public relations program. We must do 
something first of all to clear our houses. 
We must let the public know in an in- 
telligent way what we are trying to do, 
and not assume any more that every- 
body knows about life insurance.” 
Another question was as to the answer 
to give when a prospect declared life 
insurance was a “legalized racket.” 


Effective Answer 


“I would not get excited and become 
involved in an argument in such a case,” 
Mr. Engelsman said. “A good answer 
might be, ‘Well, I still have all of my 
life insurance. I haven’t dropped any 
of it. You’ve been in business quite a 
lot of years. You've made a lot of 
money. Don’t tell me—just answer this 
question to yourself. What have you got 
left? I think life insurance stacks up 
pretty well and has done a good job for 
you.’ ” 

He said in all cases the fundamentals 
of the selling process are the same. 
First, the problem must be fixed. Sec- 
ond, make the prospect dissatisfied with 
the progress he thus far has made. 
Third, give him the solution. Fourth, 
see that he takes’ action now. 

Messrs. Tucker and Lustgarten gave 
their talks in the morning, these being 
digested in another column. 


Personalize Problems 


Interest of the prospect must be 
secured and maintained or the agent will 
not succeed, said S. D. Risley of the 
Metropolitan. The individual’s prob- 
lems must be brought close to home, 
personalized and given significance by 
human interest stories. Agents should 
not speak in general terms, he said. 
Their talks should be specific and pro- 
fusely illustrated. They should be per- 
sonal; not constantly talking “you,” but 
letting the prospect do some talking. 
The agent must be interested, himself, 
in order to be interesting. Mr. Risley 
is a past president of the Youngstown, 
O., Association of Life Underwriters. 

President Cummings gave his talk on 
“Responsibilities and Opportunities” 
that he is making on a wide circuit. He 
was accompanied to Chicago by his son 
W. O. Cummings, a student at the 
Wharton School of Finance & Com- 
merce University of Pennsylvania, who 
formerly was connected with the Chi- 
cago branch of the Kansas City Life for 
a time. The son is on vacation, ac- 
companying his father to various as- 
sociation meetings. From Chicago they 
went to a meeting of the Elgin, IIl., as- 





sociation where Mr. Cummings spoke, 
Mr. Cummings at Chicago gave , 
“plug” for the Houston, Tex., annual 
meeting of the National association, not. 
ing that Secretary Zimmerman was 
chairman of the Houston convention 
committee. He said the Chicago as. 
sociation has done a splendid job oj 
membership campaigning, organization 
and general activities, and commented 
that his prediction made some time ago 
has come true, with Chicago leading 
New York City in membership total. 


Beatrice Jones Talks 


Beatrice Jones’ fine talk on “Reckon 
We Better” is presented in part else. 
where in this issue. 

C. Vivian Anderson, a past National 
president, remembered the needs of that 
organization by lodging a plea for agents 
to pay their association dues and lend 
their active support. 

He said he was anything but a suc. 
cess for the first four of the 25 years 
he has been in the business, selling 
under $100,000 in all but one year. Then 
a burly, rough prospect offered to throw 
him out unless he got out, and he first 
found he was not afraid of prospects, 
Mr. Anderson for seven years had been 
a gymnasium instructor, and he chal- 
lenged the prospect to carry out his 
threat. In the next year, he said, he 
sold $363,000, and never since has been 
worried about meeting people. He has 
been a member of the Million Dollar 
Round Table since it was founded. 

The first requirement in an interview, 
he said, is to make the prospect realize 
his life insurance is inadequate. Mr. 
Anderson has highly developed the tech- 
nique of accomplishing this object. He 
usually shows the inadequacy for the 
wife of the income from the life insur- 
ance, letting the prospect discover he 
needs more life insurance. 

“Think in terms of income,” he ad- 
vised. “It is the best bet today. The 
best way to prepare for this method of 
selling is to sit down and figure out how 
far your own life insurance will go. | 
dare you to do so. . If you do, and are 
honest with yourself, you'll buy some 
more life insurance.” 

Mr. McKeough, who is life. supervisor 
W. A. Alexander & Co., general. agent 
Penn Mutual, introduced Chairman 
Hobbs in the first session after speaking 
briefly. L. M. Buckley, Provident Mu 
tual, announced plans for Chicago 0b- 
servance of the Annual Message of Lile 
Insurance, which will be started at 4 
breakfast. 





PROMINENT IN THE CHICAGO SALES CONGRESS 





C. VIVIAN ANDERSON, Cincinnati 


The Chicago Life Underwriters As- 
sociation sales congress - brought out 
much able talent. Among the conspicu- 
ous speakers was C. Vivian Anderson 
of Cincinnati, who is associated with the 
Provident Mutual Life and is a former 
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LLOYD LAFOT, Chicago 





R. G. ENGELSMAN, New York City 


president of the National Association of | bow before the life underwriters body in 


Life Underwriters. Lloyd Lafot of New 
York Life, a new ‘nian in the city, who 
had a brilliant career on the Pacific 
Coast with the company, going to Chi- 
cago from Fresno, Cal., made his initial 


the city. Another campaigner was R. G. 
Engelsman of New York City, general 
agent Penn Mutual Life, one of the best 
speakers in the insurance Chautauqua 
circuit. He has appeared before many 
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SAMUEL LUSTGARTEN, Chicas 


ll, 
organizations. Samuel Lustre 
agency manager of one of aed Chi 
Equitable Society organization’. ave 
cago, who has affiliated with cet 
of the topnotch millionaire pro 
was also on the program. 
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Harrington Installed as 
Bay State Commissioner 


Official Indicates Intention to 
Remove Several Employes in the 


Department 


BOSTON — Commissioner C. F. J. 

Harrington, whose nomination was con- 
firmed by the governor’s council, was 
immediately sworn in and took over the 
ofice early the next morning, in a room 
flled to overflowing with flowers and 
congratulatory messages. Among the 
floral tributes was one from the firm of 
Roosevelt & Sargent, of which James 
Roosevelt, son of the President, is a 
member and which has offices in the 
agency of O'Brion, Russell & Co., where 
Mr. Harrington was casualty manager 
for the past 15 years. 

The only opposition which developed 
to the confirmation of the new commis- 
sioner came from the lieutenant gov- 
enor, who protested that the appoint- 
ment of Harrington would mean an 
increase in automobile liability insur- 
ance rates. His vote was the only one 
against confirmation, and his demand for 
a public hearing was not recognized by 
the council. 

Before the council Commissioner Har- 
tington promised to administer the in- 
surance statutes “impartially, faithfully 
and fearlessly.” Citing his 25 years of 
experience in the insurance business he 
said, “I shall continue this service with 
due regard, however, for the rights of 
those engaged in the business and with 
proper consideration for the stability and 
safety of the institutions providing this 
protection. 

“The best regulated business is one 
which can best regulate itself. I sin- 
cerely trust that those engaged in the 
insurance business will make an effort 
to solve the many complex problems 
which confront them. This can be done 
through cooperation, sympathy and un- 
derstanding between those directly meet- 
ing the public in the field and those 
charged with administrative duties.” 

Commissioner Harrington’s first act 
upon assuming office was to accept the 
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resignation of Edward L. Ford, who had 
served as confidential secretary to Fran- 
cis J. DeCelles during the latter’s three 
years in office. 

The resignation of Second Deputy 
Commissioner Michael T. Kelleher, who 
served ‘during the administration of 
DeCelles, was accepted by Mr. Harring- 
ton. The position carries a $4,250 salary. 
Mr. Kelleher was stationed in the Mas- 
sachusetts automobile rating bureau. 

The commissioner also called for a 
complete roster of the employes of the 
office and will make a scrutiny of the 
force to determine how many non-civil 
service employes are on the roll. It has 
been maintained that the outgoing com- 
missioner had been obliged to provide 
many unnecessary jobs for political ap- 
pointees. 


Supervisors Hear Head 


W. W. Head, president General Amer- 
ican Life, discussed world conditions 
and their relation to the interests of the 
United States at a mecting of the Super- 
visors Club of the Pittsburgh Life Un- 
derwriters Association. He was intro- 
duced by’ R. R. Dodson, general agent 
there. There were 45 present, including 
some general agents and managers. 








Off Again! On Again 
and Now Gone Again 





Here is a puzzle that requires a 
mathematical and philosophical mind to 
unravel. 

THE NATIONAL UNDERWRITER received 
a telegram signed by Charles D. Dunne 
of Louisville, stating that he had re- 
signed from the “Insurance Index” and 
as actuary for “Dunne’s Insurance Re- 
ports.” The telegram announced that 
henceforth he would not be responsible 
for reports or other data issued by the 
“Insurance Index.” The telegram de- 
clared that he was not in agreement 
with the policy followed by the publi- 
cation. 

A day or two later on the stationery 
of “Dunne’s Insurance Reports” another 
announcement was made by James E. 
Dunne, head of the organization and 
father of Charles D. This stated that 
Mr. Dunne had resigned from “Dunne’s 
Insurance Reports” and the “Insurance 
Index,” but he would give all his time 
to “Dunne’s Monthly,” a sales and edu- 
cational magazine. The letter concluded 
with “the latter (Charles D. Dunne) 





has no connection whatsoever with the 
other Dunne’s publications and books.” 

Now: THE NATIONAL UNDERWRITER is 
in receipt of another telegram signed 
by Charles D. Dunne, which reads as 
follows: 

“I understand an unauthorized tele- 
gram was sent you telling of my resig- 
nation from the ‘Insurance Index’ and 
‘Dunne’s Insurance Reports.’ This is 
not true. I remain in the same capac- 
ity as executive vice-president of these 


companies. The telegram was sent by a 
former employe. I trust you will over- 
look it.” 


Fulton Honors M. W. Title 


HARTFORD—President James A. 
Fulton of the Home Life of New York 
was present at a dinner given in Hart- 
ford for Melvin W. Title of the Hart- 
ford office in recognition of his accom- 
plishments during the past two months. 
In that period, Mr. Title’s record was 
the most distinguished in a group of 
agencies covering approximately one- 
seventh of the company’s territory. 


License of Lester E. Merman, life insur- 
ance agent in California, has been re- 
voked by Commissioner Carpenter. 
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“TELLING POINTS” 
is a booklet of facts about 
NWYNL highlighting vari- 
ous phases of the Com- 
pany’s record in simple, 
visual style. The 1938 
edition of “Telling 
Points,” from which 
the pages here repro- 
duced were taken, is now 
in the hands of NWNL 
fieldmen, who annually 
find it one of their most 
effective selling tools. 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY 
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O. J. ARNOLD, Presiden 


Minneapolis, Minnesota 
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Changes Are Announced 
in Pan-American Life 





Simmons Made Executive Vice- 
president; E. H. Hezlett Vice- 
president and General Manager 





Dr. E. G. Simmons, who has been 
vice-president and general manager of 
the Pan-American Life, is made execu- 
tive vice-president and Edward H. Hez- 
lett, former actuary of the Pan-American 
Life but recently in business for him- 
self, is to succeed Dr. Simmons in his 
old position. Mr. Hezlett has been a 
member of the board right along. Presi- 
dent Crawford Ellis, in explaining the 
change, states that executive responsi- 
bilities thrust on Dr. Simmons have in- 
creased because of many new problems 
that have arisen in life insurance. Dr. 
Simmons will continue to give his per- 
sonal attention to them. 


Company Plans Expansion Program 


The company is planning broad ex- 
pansion and development in domestic 
and foreign territories and to this Dr. 
Simmons will give his personal atten- 
tion. Dr. Simmons was one of the or- 
ganizers of the Pan-American Life, 
which started in 1912, and he has been 
active in the general pursuits of the busi- 
ness. He _ served on the _ executive 
committee of the American Life Conven- 
tion and was its president. For a num- 
ber of years he lectured before the 
Carnegie School of Life Insurance Sales- 
manship at Pittsburgh. He was a mem- 
ber of the executive committee of the 
Association of Life Agency Officers. He 
is now a member of the board of the 
Life Insurance Sales Research Bureau. 
He is on the advisory board of the 
Whitney National Bank of New Orleans, 
a director of the National Service & 
Appraisal Co. of his city and a member 
of the New Orleans advisory board of 
the National Surety. 

Mr. Hezlett became actuary of the 
Pan-American in 1935, and served until 
March of last year, when he resigned to 
give his attention to his personal affairs. 





Pan-American Life Changes 





DR. EDWARD G. SIMMONS 
Executive Vice-President 





EDWARD H. HEZLETT 
Vice-President-General Manager 








As a director he has kept in close touch 
with the Pan-American Life. He was 
formerly a member of the actuarial firm 
of Woodward, Ryan, Sharpe, Davis & 
Hezlett of New York City and previous 
to that was vice-president and actuary 
of the Connecticut General Life. He 
graduated from Harvard in 1913, special- 
izing in mathematics. 





Kennedy’s Record Still Good 


In response to the invitation from 
THE NATIONAL UNDERWRITER for those to 
speak up who have had an outstanding 
record with respect to the number of 
applications written in a single period 
of 24 hours, E. J. Kennedy, who is lo- 
cated in the Southeast National Bank 
building, Chicago, refers to the mark 





that he reached on Nov. 30, 1926. On 





that day, Mr. Kennedy wrote 159 appli- 
cations for some $320,000. “I still think 
my record was a good one because they 
were all legitimate,” Mr. Kennedy 
states, “and several years after that day 
the Travelers wrote me a letter compli- 
menting me upon the way the business 
had renewed.” Mr. Kennedy’s perform- 
ance was recorded in THE NATIONAL 
UNDERWRITER of Dec. 20, 1926. 





May Convert to Annual Basis 


The Conservative Life, South Bend, 
announces that policyholders carrying 
monthly premium policies may, in the 
future, change to the annual basis by 
paying direct to the home office, and 
they will be given 12 months’ credit for 
11 months’ premiums. 





PACIFIC MUTUAL HONORS VETERAN 





Pacific Mutual home office executives and guests pictured ab ove are: 


In recognition of 35 years of service 
as an agent of Pacific Mutual, L. G. 
Campbell of Oakland, Cal., was honored 
at an executive luncheon at the home 
office in Los Angeles. A. Kemp, 
president, presented a diamond service 
pine to Mr. Campbell, and D. C. Mac- 
Ewen, vice-president in charge of agen- 


cies, gave the guest an honorary mem- 
gd in the Pacific Mutual’s Big Tree 
ub. 

Home office officials who joined in the 
luncheon totaled the years of service rep- 
resented .by the group at the table with 
Mr.: Campbell and found that the ag- 
gregate was 378 years. 





(left to right) Walter R. Hoefflin, F. R. Woodbury, 
John H. Russell, Dr. L. H. Lee, Cary Groton, William Breiby, D. C. MacEwen, L. G. Campbell, A. N. Kemp, president; Harry J. 
Brown, Laurence W. Morgan, John N. Russell, R. A. Brown, Jens Smith, F. R. Kerman, C. I. D. Moore. 


Mr. Campbell, who joined the com- 
pany at Los Angeles, transferred to 
Oakland in 1903 and has remained with 
the agency at that point continuously. 
He has won membership in the Big Tree 
Club for 22 years, and ranks as one of 
the leading life underwriters of the coun- 
try in volume of business. 





Company Chief Scores U. §, 
Vast Spending Program 














































































Effect in Low Interest Rate off Regt 
Great Importance, He Tell Conc 
Group at Chicago Cont 





President G. W. Smith of the Ne 
England Mutual Life and George | 
Hunt, agency vice-president, met wit 
the officers and executive committee ¢ 
tne General Agents Association at Chi 
cago to discuss field development plan 
for the ensuing year. Mr. Smith was e 
route back to the home office from 4 
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southwestern tour upon which he had sae 

installed F. G. Bray, the new Texas gen. ence at _ 
eral agent at Houston, and also hail “Whet 
visited a number of other agencies. public, v 


The general agents attending the con. perhaps 


ference, all officers of the association, ie poin 
were Guy Randolph, Cincinnati, the asf ie forc. 
sociation president; Frank M. See, Si Wha 
Louis, secretary-treasurer, and_ threellll ict that 
vice-presidents, Al Moore, Philadelphia the en 
E. Hays of Hays, Hudson & Bra¢-Ml tom ou 
street, Los Angeles, and E. B. Thurman ind to a 
Chicago. will be, i 
President Is Host ue cOmtD$ 
and futui 
President Smith was host to the fourlil tient proc 
Chicago general agencies at a luncheon, likely to 
making an address in which he noted thei 000 thro 
dangers of the continuing vast expendi-MM is therefc 
tures by government for relief and miti-MM come for 
gation of unemployment. He said theMM plans. 
country is in another depression, which ‘The c 
is real and not merely a so-called reces- MM few for 
sion, yet life insurance sales so far in- MM equity pl 
dicate the institution has not suffered as make an 
it did in 1933. The New England Mu- MM tisplay a 
tual insurance in force is at a new high public th 
level, he reported, April 1 being $1,487; is not sc 
000,000, which was an increase of $15- 3% most indi 
000,000 since Jan. 1. Of the companies @ “Someo 
70 agencies during the first three MM bogey m: 


months, 31 showed gains. 

The effect of business retardation, 
however, Mr. Smith said, is being felt 
in life insurance by an increase in lapses 
and surrenders. 


Effect of “Pump Priming” 


A factor of paramount importance to 
life insurance in connection with the 
government’s “pump priming” program 
is that this great issue that is contem- 
plated must be financed at low interest 
rate. This, he feels, would result in 
business and industry generally refinanc- 
ing to reduce the interest rate on thelr 
bonded indebtedness to a basis compat 
able to that of government obligations. 
This is forcing private corporations 1 
call their bonds at callable dates and to 
bring out new issues at interest rates 
only a little higher than on government 
issues. ie 

The effect is to be considered in life 
insurance, because the life companies 
portfolios contain many bonds which 
have been averaging 414 to 5 percett 
interest for years. If these were to be 
replaced by new issues at 3 to aif per 
cent interest, policyholders would suffe 
because of the lower return on the tris! 
funds possibly affecting their dividends. 

President Smith reported business % 
far this year has been very good in the 
New England Mutual, March produ 
tion being the second best in the gl 
pany’s history. Its paid business : 
March was $13,895,000, compared 10 | 
total of $8,427,000 in March, 1933, ‘he 
for the first quarter of this year 
business totaled $36,605,000. 








Elect Smith at Columbus 


COLUMBUS, O. — Paul M. Sait 
New England Mutual, has been ety 
president of the Columbu tit 
agers & General Ageits Associ 
Other officers are: Herman Fane 
Midland Mutual, vice-president; os 
H. McCullough, Union Central, nth 
tary: S. K. Coffman, S. L. You A 
R. W. Hoyer, E. C. Deckars, J. “Plans 
ter and R. B. Brown, directors, “'., 
are being made for incorporating 










association. It has 40 members. 
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S.BPersonal Protection Needed 
More Than Ever Before 















Required by Present Economic 
Conditions, President Wilde of 
Connecticut General Says 





“Has there been any change which 
indicates that insurance is less needed, 
a that its status is less favorable than 
in previous periods? On net balance it 
gems to me that the place for personal 
protection programs is more strongly in- 
dicated than ever before,” said President 
Fraar B. Wilde of the Connecticut 
General at the President’s Club confer- 
ence at Hot Springs, Va. 

“Whether this is yet realized by the 
public, whose attitude I think has not 
ythaps particularly changed, is beside 
the point. If our analysis is correct, 
the force of circumstances will prove 
i,t What do I mean? I refer to the 


hreelil fct that while profits and unusual gains 
hia tothe enterprising will not be eliminated 
rad-MM from our economy in the near future, 
mata and to a reasonable extent I hope never 


will be, it is likely that more people will 
te compelled to build present protection 
ad future retirement funds by the pa- 
tient process of annual thrift. It is quite 
likely to be harder to accumulate $100,- 
(0 through business ventures, and it 


ndi-M™ is therefore necessary to accumulate in- 
nit: come for retirement by more certain 
the MM plans, 

‘The current agitation on part of a 


fw for the sale generally of the no- 
in-@™ equity plan of insurance ought not to 
make any appreciable progress if we 
display any skill in presenting to the 
public the facts as) to why this theory 
i not sound and never has been for 
most individual purchasers. 

“Someone may say, ‘What about our 
bogey man of the past five years—in- 








flation—and its effect on building for 
the future?’ The possibility of infla- 
tion in the fearsome sense in which it 
is normally used is difficult for me to 
contemplate. No matter how badly we 
may have run our affairs at times, it 
seems incredible that this country will 
get super-inflation. We have always 
had wider fluctuations in price levels 
than is comfortable either for business 
or the individual. We had our worst 
experience in modern times in the pe- 
riod from 1916 to 1921. I think we will 
hzve other sharp fluctuations in the buy- 
ing power of money, but it is not the 
kind of thing which prevents or shouid 
prevent people from buying insurance 
or should cause us to hesitate to urge 
its purchase. 


Better Insurance Service 


“Our opportunity and our responsi- 
bility are clear. We shall continue to 
sell to the public a better insurance 
service more forcefully, knowing full 
well that we are thereby performing a 
real social service, contributing towards 
the allaying of fear and building of con- 
fidence, and legitimately increasing our 
own satisfaction and our own income 
and that of our families.” 





Group Slump Only Relative 


NEW YORK—The 57.6 drop in 
group insurance production for March 
as compared with the same month of 
1937 was mainly due to the abnormally 
large production during that month last 
year. Actually, production for last 
month was ahead of January and not a 
great deal below February. The reason 
why the March, 1937, figure was so high 
was the expansion of group insurance 
programs by several very large indus- 
trial corporations, the expansion being 
mainly due to reemployment. The fig- 
ure for March, 1937, was $77,956,000, 
while for March of this year it was 
$33,050,000. 











Wins Its Second Championship 






























Sy 
laur, Ear] John 


ay al the best competitive records of 
country 4 ; ce basketball team in the 
fre of Mi eld by the Old Line Life 
Waukee Thtaukee, winner of the Mil- 
bonship fon pance-Bank League cham- 
tem eit two successive years. The 
feated a through its schedule unde- 
steak to 99 as extended its winning 
beauti 1 Ousecutive games. A group 
tothe ca trophies has been brought 
office by the team. Climax- 



























Le 
Vella, tt right (front row) Rollyn Wilson, Fred Mielke, Bob Vogel, Frank Cara- 
—” row) John Hantke, Howard Minkley, Gil Brooks, Gilbert 


ing the 1938 season was the victory over 
the Old Line Life’s Green Bay, Wis., 
agency team, sponsored by H. A. Quist, 
district manager there under the Hart- 
berg general agency of Marinette, Wis. 
The Milwaukee champions rose _ to 
heights and defeated the Green Bay 
agency team, 45-42. The Green Bay 
team, champion of northeastern Wis- 
consin, is composed entirely of former 
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ln the Spring the Young Man’s Fancy 


Seldom Turns to Life Insurance. 


But in the Fall, The Old Man’s Thoughts 


Always Turn to Life Insurance. 
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Now 


Nearly 3,000,000 Policies 


and 


Over $600,000,000 
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Valuable Ideas Advanced at 
Chicago Sales Congress 





Life insurance agents in the last dec- 
ade have witnessed the betrayal of the 
American investor, Samuel Lustgarten, 
agency manager Equitable Society, Chi- 
cago, declared in a talk on the invest- 
ment side of life insurance before the 
Chicago sales congress. It is the agent's 
job, he said, to help people build finan- 
cial structures that will endure through 
panic, epidemic and war, just as has the 
life insurance institution throughout the 
last 150 years. he ’ 

The Lustgarten agency is imbued with 
this responsibility. In the last seven 
years since he has been manager his of- 
fice has placed on the books over $109,- 
000,000 of business and has taken an out- 
standing position countrywide. | There 
have been developed in his office four 
millionaire agents whose success very 
largely is due to stressing the invest- 
ment side of life insurance. 

To do this job intelligently and effi- 
ciently, Mr. Lustgarten said, requires a 
working knowledge of fundamentals of 
federal estate and income taxes, inherit- 
ance and personal property taxes; es- 
pecially of the federal gift tax. Agents 
also must understand application of 
stock retirement plans for closed cor- 
porations, and partnership laws; of re- 
vocable and irrevocable trusts. 


Role of Agents 


“One of the chief problems,” Mr. 
Lustgarten said, “is to translate this in- 
formation to the much harassed _ busi- 
ness man. I have observed that the men 
who accomplish the most in life insur- 
ance do not lack intellectual curiosity, 
and their mental horizon is not limited 
to bridge games and sports events. They 
comprehend their own role in society 
and are conscious of their responsibili- 
ties to their clients and to their fellow 
workers in the field. Above all they do 
not waste energies on nonessentials but 
translate their ideas into action. 

“It is not in our power to solve all 
economic ills that beset mankind, How- 
ever, by realizing our responsibilities as 
intelligent life underwriters we can with 
sincere effort do much to ameliorate 
them. 

“What greater blessing, may I ask, 
can man have than the blessing of se- 
curity which is synonymous with peace 
of mind? We know that heart disease 
leads in the causes of death today, and 
its causes are well known. Among them 
are over work and worry over economic 
instability.” 


Heart Disease Factor 


He noted that the “Journal” of the 
American Medical Association, March 
12 issue, lists obituaries of 100 doctors of 
whom 40 died due to coronary throm- 
bosis and other heart ailments. This 
increasing incidence of abnormal hearts 
in such a favored group as physicians 
who would appear to have available the 
best care and attention as well as 


' knowledge how to prevent such diseases 


and how to live with them once con- 
tracted, evidently portrays the effect of 
the current confusing and disturbing 
economic condition. ee 

Mr. Lustgarten compared life insur- 
ance to investment trusts which were 
flourishing towards the close of 1929, 
quoting President T. I. Parkinson of the 
Equitable Society, who told a conven- 
tion of the Equitable’s agents in July, 
1929, only three months before the stock 
crash, that life insurance should not be 
likened to an investment trust, for the 
latter, as he saw it, contained very little 
investment and no trust. Mr. Lustgar- 
ten said the record shows if an investor 
had purchased 100 shares of each of the 
20 most popular dividend-paying stocks 
in Dec. 31, 1901, and held them through 
1936, adding all melons in the form of 
stock dividends, all stock split-ups, and 
exercising all valuable rights to sub- 
scribe to additional stock, aggregate 





market value of the total holdings Jan. 
1, 1937, would have shown 39 percent 
shrinkage compared to the cost of the 
original investment. The average in- 
vestor would have paid about $295,000 
for stock finally worth $180,000. 


Great Loss in Values 


Mr. Lustgarten pointed out that stocks 
and bonds listed on the New York Stock 
Exchange in the year ended March 31 
lost more than $33,250,000,000 in valua- 
tion, one-third of that decline being 
made in March, 1938. He said this is 
probably one important reason why so 
many people reach age 65 empty handed, 
dependent on children or charity for 
support; why so many have nervous 
breakdowns. It is a serious business, 
involving blasted hopes, suicides and 
broken hearts. 

“The complex happenings of the past 
several years have brought the average 
man face to face with the difficulty of 
not only profitably and safely investing 
surplus funds, but the far greater diffi- 
culty of so arranging his estate that at 
death, shrinkage due to debt, adminis- 
trative expense, taxes and loss of his in- 
dividual earning power will not greatly 
reduce it or dissipate it altogether. This 
is true because so much that is abnormal 
exists today.” 


Stresses Pressure of Emotions 


Not high pressure, but pressure of 
emotions scientifically applied is the 
secret of successful life insurance sell- 
ing, said W. J. Tucker, Beloit, Wis., 
agent of the Travelers. The advanced 
underwriter brings tremendous pressure 
to bear on the sale, but it is not the 
pressure of the salesman but of ideas 
he presents. 

“The greatest mainspring of action 
does not come from knowledge, but 
from feeling,” said Mr. Tucker. “The 
greatest power in a human being is not 
mental power, but the power of feel- 
ing. The greatest motivating force is 
not the coolness of logic but the warmth 
of feeling. It is true that reason must 
approve of an act, but the fact that rea- 
son does approve does not mean that ac- 
tion will take place. Action is built 
upon feeling, springs from it and not 
from reason. Our opinions may be 
based on reason, but our actions are 
based on emotions.” These, he said, are 
the great fundamentals that govern sell- 
ing. He pointed out that it does not 
matter how efficient an agent may be 





in all of the steps leading up to the 
close, unless he can motivate the pros- 
pect to buy all of this effort will have 
profited nothing. 

He asked why more agents do not 
make motivation a major part of the 
sales process. First, he said, probably 
many dislike direct appeal to sentiment 
and emotion. If the prospect discovers 
the agent is trying to arouse his emo- 
tion he builds up a defense against it. 
Motivation must be used with great 
skill, otherwise it leaves a bad effect 
and the prospect is less ready to buy 
than before. The prospect may resent 
it because he feels the agent is taking 
an unfair advantage. The answer, Mr. 
Tucker said, is that motivation can be 
used so skillfully that the prospect has 
his feelings stirred without realizing the 
job has been done. Another reason why 
agents dislike motivation, he said, is that 
insincere men cannot use an appeal to 
feeling without being detected and los- 
ing the sale. The agent, therefore, must 
mean exactly what he says and not 
merely be a good actor. The emotional 
appeal must ring true. Many agents, 
Mr. Tucker believes, cannot use this 
method because they do not have a deep 
seated belief in the value of the plan 
they offer. 

Beatrice Jones, assistant agency man- 
ager Equitable Society in New York 
City, discussed the obligation of life in- 
surance agents arising from the lack of 
trustworthiness in other financial lines. 
Current trends of the economic world 
seem to give real justification to the 
agent’s work, she said, and make his 
product more necessary to the world. 

“It is my belief that the day will 
come in life insurance when the public 
will demand that life insurance be sold 
on a professional basis,” she said, “or 
the public will give its full support to 
some measure whose ultimate meaning 
will be the abolition of insurance agents 
as such. I doubt if we dare to hope, in 
view of the present trends, that such a 
measure will not be up for considera- 
tion, one of these days.” 

“There are lots too many people per- 
mitted to sell life insurance,” said Miss 
Jones. “It is a business that one may en- 
ter without specific training. Since it 
is a commission job, it means that one 
may stay in it long after he has proved 
beyond doubt that he is unfitted to do 
the job. It is a business in which 200,- 
000 people now refer to themselves as 
being employed, and it is my guess that 
not more than 15 percent of this num- 
ber are making a living, even if we use 
subsistence standards to describe mak- 
ing a living. Life insurance selling is 
one of the popular forms of unemploy- 
ment. 

“IT think these conditions are a real 
threat to the people who do work at 
the selling of life insurance with joy.” 





Leaders in Chicago Congress 








Leading national and Chicago agents who took part in the program at the 
annual sales congress in that city this week are depicted above as snapped at 
the session. They are (left to right): Lloyd Lafot, inspector of agencies New 
York Life, Chicago; Ralph G. Engelsman, general agent Penn Mutual, New 
York City; Philip B. Hobbs, congress chairman, agency manager Equitable So- 
ciety, Chicago; Samuel Lustgarten, agency manager Equitable Society, Chicago, 
and William J. Tucker, agent Travelers, Beloit, Wis. 





Two Recent Decisions Raise 


Problems Regarding Checks 





Attorney Benson of A.L.C. Te 
Chicago Insurance Lawyers 
Gist of Question 





Two recent decisions holding in effe 
that a worthless check given by th 
policyholder in payment of premiums 9 
life policies constitutes absolute paymey 
so as to prevent lapse of the polity 
going directly contrary to precedent j 
many cases in the years past, again raj 
the question of what life companig 
should do to protect themselves, M. 
Benson, attorney American Life (Cop 
vention, stated in a paper on ‘“Paymen 
of Premiums by Check” delivered at th 
meeting of the Life Insurance Lawyer 
Club of Chicago this week. He sai 
most insurance premiums are paid } 
check. Therefore the decisions of th 
Wisconsin supreme court in Thorson 1 
Wisconsin Life (278 N.W. 416) and d 
the Iowa supreme court in Hockert y 
New York Life (276, N.Y. 422) ren 
dered only recently, are of vital interes 
to all life companies. ; 


General Rule Repudiated 


The general rule of the past in regard 
to payment by check in ordinary com: 
mercial transactions has been that at 
ceptance of a check by creditors did not 
constitute payment unless it was agreed 
the check was taken as absolute pay- 
ment. The difficulty in life insurance, 
Mr. Benson said, is that once having 
placed policies in force the companies 
are not willing to let them lapse with 
out doing everything possible. There 
fore they have extended various favors 
and advantages to assured which courts 
have construed as agreements to receive 
checks in absolute payment of premiums. 
Thus the general commercial rule, Mr. 
Benson said, has been entirely repud: 
ated in the case of life insurance. Many 
cases hold that payment of premiums by 
assured’s check is conditional on honor 
ing of the check, even though a prt 
mium receipt has been given. 

“From these cases,” Mr. Benson sail 
“it would seem that with respect to i 
surance contracts the rule could be 
stated that the mere receipt of a check 
does not necessarily operate as payment 
of the premium so as to prevent for 
feiture, but if the check is accepted a 
payment of the premium, forfeiture 5 
prevented even though the check tutls 
out to be worthless. Thus the controll 
ing element is found in the manner 0 
acceptance. Regardless of the fact that 
the premium may not be an indebtet- 
ness, I submit that a worthless chet 
is not and ought not to be a paymell 
of anything; and as for an agreement 
or an intention to accept it as absolut 
payment, the absurdity of the stateme 
is apparent. What company tk 
knowingly make such an agreement: 
is only by misconstruing the languatt 
of a premium receipt that any “ 
agreement may even be implied by‘ 
court.” 


Court’s Attitude 


He said, however, it is generally - 
cepted that courts will seize on” 
slightest evidence to find a — 
the right of forfeiture. Thus ugh 
pany’s agreement, willingness °F on 
to accept the check, even though eg 
less, as absolute payment has ge oe 
plied by courts under various cir 
stances. 

Therefore, in order to prote 
selves the companies should be 7 A 
giving direction as to remittance ott 
should expressly stipulate in t is ae 
mium receipts that checks or i oa 
received on condition that they, vk has 
when presented, and after a age 
been dishonored the company a 
avoid practices such as retenta cot 
check in its files that woul tion t0 
strued as an agreement or inten 
accept the check as cash. 
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‘tress Selling Fundamentals 
at Kansas City Congress 












































KANSAS CITY—More than 375 at- 
ded the annual convention of the 
je Underwriters Association of Kan- 
;City. The congress was opened with 
challenge by William King, Mutual 
henefit, St. Louis, asked: “Has it be- 
ome unfashionable, unthinkable, liter- 
ly taboo, to talk about how to sell 
nd to actually sell life insurance? Men 
el and men are sold as the result of a 
mental process: getting attention, creat- 
ng interest, arousing desire, and secur- 
ng action.” 
“Attention? Seventy-five percent of 
ll sales are lost because the salesman 
never did have the attention of the 
sospective buyer. The problem is to 
make a statement, or ask a question, 
which relates to. the present activity of 
he prospect, and that when heard, con- 
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on vs : 

ad ogmsdered and attended will connect that 
ort ygpresent activity with the subject you 
) rengameropose to present—life insurance. 


tere stention Getting the Same 
“Fundamentally, attention getting is 
the same with the young man, the mar- 
tied man, the business man, and the man 
interested in tax savings, Mr. King 
pointed out. For instance, in the case 
of stock retirement: ‘Mr. Blank, as 
president of this corporation, may I ask 
you to think with me for just a moment 
on these two questions—(1) if you could 
prevent it, would you permit an outsider 
whom you do not care to have in this 
business buy an interest in it without 
your consent, and (2) if you weren’t 
interested in this business now, would 
you in your will require your executor 
to invest for your wife and children the 
assets you may have at the time of your 
death in this business?’ 


Study Policy Contract 


“Every word, every phrase, every 
clause in your policy should be taken 
- pre: fa oUt, analyzed and studied, first in them- 
selves, then re-stated in relation to the 


said, Me 'Stomer, and then the resultant emo- 
‘0 ine 0 Of the prospect studied. Desire 
d bem S ‘motional, not mental. It is a reac- 
check EO") Not a direct action of the mind. 
liad We do only what we want to do, not 
- for What ig good for us. ; ; 
od 25 At the point of securing action many 
oe caetwise good men fail, largely because 
turns _ haven’t actually believed what they 
troll we said and done up to this point. 
or off Nine Out of 10 sales are made, not be- 
that a the customer believes what the 
bted- ME; man says, but because he does be- 
‘heck that the salesman believes what 
met € says. Get implied consent through 
ment Westions. _ Take it for granted the pros- 
lute wes 1S going along with you. Assume 
ment avorable response. 
" Get Him to Agree on Time 
age ms he says, ‘later,’ ask him when. If 
such Hi te grees on a time, say two months, 
> the hh accept his proposition, will 
* € protection available at once, 
sewn can Start paying within two 
‘ies = if ~ is not interested, says 
ae ME Blank? “#4 reply, “Tear it up, Mr. 


et me read it to you—Mary 


the JME Blank, wife, $5,000. Here, Mr. Blank, 


r of You tear it up.” 

va nee noe recommended “high pres- 
. ticke Selling—not misrepresentation or 
tion .; but an enthusiastic determina- 
st actly vl aoe aplish for the prospect ex- 
A mood ily bs we most intelligent 

: and tr i 

tt accomplished, uly desires to have 
er N discussing “Essentials of Life In- 


and ee Salesmanship,” O. Sam Cum- 
ea tion President of the National associa- 
* the ‘pointed out that since Jan. 1, 1930, 
jar 500,000,004 8overnment has added $10,- 
My to the government debt in 
ie fare ie of social security and wel- 
as paid ny Same period life insurance 

with © Americans $26,500,000,000 


. 20 penalti : 
trations,» nalties on this or future gen- 










There are two types of failures, said 
Dr. Pearl Thompson, St. Louis, in dis- 
cussing the “Formula for Success.” 
They are the man who can do nothing 
he is told and the man who can do noth- 
ing else. The underwriter who wants 
to make a financial success should con- 
centrate on service. Actors have to 
forget they are acting if they want to 
be successful actors; golf players are 
relaxed when they make their best shots. 


America Faces Change 


America is in a crisis, and faces in 
the modern generation a change in 
habits, customs, routine, inherited 
methods and traditional idéas of man- 
kind, according to E. E. Cooper, Equi- 
table Life of Iowa. The machine age 
of yesterday when unemployment was 
virtually unknown has been replaced by 
an age of uncertainty with the growing 
conviction that machinery is creating 
unemployment. Old age used to be the 
individual man’s problem; today it is a 
collective problem, A thrift man was a 





good citizen; now he may be simply 
one of many who saved their money 
only to see it disappear in bad invest- 
ments or taxation. Yet out of the de- 
pression has developed a nation acutely 
conscious of life insurance. Men are 
groping for a method to meet present 
day conditions. 

Day, Oklahoma City general 
agent of the Pacific Mutual, spoke on 
“Philosophy of Living.” 

Prewitt B. Turner, Home Life, first 
vice-president of the association, pre- 
sided at the congress. Dallas Alderman, 
Kansas City Life, president, opened the 
meeting. Mr. Cummings spoke Monday 
evening to the General Agents & Man- 
agers Association. 





Court for First Time Holds 
Agents Exempt from Tax 





Agents of the Northwestern Mutual 
in Colorado were held exempt from the 
unemployment compensation act of that 
state by the district court in Denver. 
This is believed to be the first court 
decision to this effect in any state. Pre- 
vious rulings have been by the unem- 
ployment compensation commissions and 
were interpretive. 

The decision resulted from a suit of 





Northwestern Mutual to collect $416 al- 
leged due under the Colorado unemploy- 
ment compensation act. The life com- 
pany denied it was an employer within 
the meaning of the act, arguing its 
agents and solicitors were independent 
contractors; and thus not taxable under 
the act. 

The court concurred in the North- 
western Mutual’s contention that under 
the system which it uses in Colorado 
and 41 other states it would be prac- 
tically impossible for adequate data to 
be supplied the various commissions in 
Colorado and elsewhere under provisions 
of the unemployment compensation act. 
The court expressed belief the legisla- 
ture did not intend to include life insur- 
ance agents. 





Pacific Actuaries to Meet 


The Actuarial Club of the Pacific will 
meet at Del Monte, Cal., April 28-30. 
The program will include a discussion of 
the “Use of a New Mortality Table,” 
“Changes in the Rate of Policy Loan 
Interest,” “Savings Bank Insurance” 
and “Reinsurance.” 

Joint sessions will be held April 29 
with the Life Insurance Sales Research 
Bureau, which is holding its annual 
school there, and a paper will be read by 
L. B. Morrison of the bureau on “What 


the industrial commission against the , Can a Company Spend for Business.” 
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THE MINNESOTA MUTUAL 


scores again—during 1937 the ratio of 


actual to expected mortality was 49% 


. A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: Regular—Juvenile 
—Women—Group—Payroll—Savings, etc. 


Low Monthly Premiums. 


A $212,000,000.00 Mutual Company, 58 years old with 
an understanding cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Sears, Roebuck, 
Giannini Deal Is 
Terminated 


(CONTINUED FROM PAGE 1) 


Wood intimated, had not eventuated as 
had been anticipated. 

It is stated that the bank shares own- 
ership may have been quite a factor in 
the upset. In addition to the Hercules 
Life owning about 15,000 shares of the 
Continental-Illinois Bank, the Giannini 
interests themselves had _ additional 
shares, This, therefore, would have 
made the Giannini people powerful in 
the banking picture of Chicago. 

Undoubtedly the situation was very 
much complicated by a financial writer 
of the Chicago “Journal of Commerce” 
breaking the story. The scoop there- 
fore, came through financial circles and 
not insurance. When the Chicago “Jour- 
nal of Commerce” published the story 
on its front page the writer discussed the 
situation purely from the financial angle 
and the possibility of Giannini becom- 
ing a big factor in the Continental Bank, 
That forced out the fact that negotia- 
tions were on. 

The fact that the estate of the Na- 
tional Life, U.S.A., formed a big part 
Sa 





of the Hercules Life business created re- 
newed argument that the business 
should remain closely at home. Officials 
of some of the Illinois companies there- 
fore again appealed to Insurance Direc- 
tor Palmer and Governor Horner to 
keep the business with an Illinois com- 
pany if possible and if not to see that it 
went to some company near by. n- 
doubtedly this pressure had a very pot- 
ent effect. It is supposed that one or 
two Illinois companies will now contact 
the Hercules. 

The Chicago “Tribune”? Monday 
morning mentioned the Washington Na- 
tional of Evanston, Ill, and Illinois 
Bankers Life of Monmouth, IIl., as pos- 
sible contenders for the business. 

The report has been circulated that 
Governor Horner of Illinois himself was 
in a large part responsible for nullifying 
the Sears, Roebuck-Giannini deal. The 
governor, it is said, felt that the courts 
of Illinois might encounter difficulty in 
enforcing terms of the contract by which 
the Hercules took over the business of 
the old National Life, U.S.A., especially 
if at some later date the Occidental Life 
might withdraw from Illinois. 





C. E. Miller of Webster City, Ia., has 
been appointed district manager of the 
Equitable Society, with headquarters in 
Atlantic. He was formerly superintend- 
ent of the Webster City schools. 
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Since 1847, the Canada Life has paid to or 
accumulated for policy owners, annuitants 
and beneficiaries, more than $650 millions— 
over $50 millions more than it has received 
700,000 policy contracts 
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Pent-up Demand 
for Goods Should 
End Depression 
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pated were: Rex D. Jeffrey, E. E. Beck- 
man, W. G. Howe, R. A. Smith and 
Richard B. Porter of southern Califor- 
nia; L. E. Schuessler and C. W. Fender 
of northern California, F. A. Hardy, L. 
E. Newell of Washington and O. H. 
Jacobson and C, E. Davis of Colorado. 
Esek H. Perry, R. S. Babcock and L. P. 
Hendricks of southern California, and 
Stan Peterson of Seattle, spoke on sound 
closing methods. 

A series of luncheon meetings was 
conducted under the direction of Arthur 
L. Scharps, Howard Terry, Jr., and 
Worth Hillman of southern California, 
and Alfred R. Matthews of San Fran- 
cisco. 

A sales campaign, motivated by a se- 
ries of four pre-approach letters on set- 
tlement features, was described by James 
H. Cowles, assisted by C. J. Mever and 
D. C. Bryant, both of southern Califor- 
nia. Donald A. Hampton, manager at 
San Francisco, presided. 


Breakfast Sessions 


In line with a time-honored custom, 
reakfast meetings featured the session 
of the closing day. There were four 
meetings, run concurrently, led by H. 
W. Andrews of Tacoma, D. C. Bryant 
of Glendale, Ross Whetsel of Denver 
and D. F. Clark, general agent at Port- 
land. 

A final session was addressed by com- 
pany officers. Mr. Wise said that the 
product which life companies have to 
sell is different from that of other kinds 
of business because one of its most im- 
portant ingredients is the agent himself. 
Without the agent, policyholders would 
be deprived not only of a source of 
trained counsel and advice, but of the 
insurance itself, since no plan of over- 
the-counter insurance has succeeded in 
making anywhere near the record of 
progress that has been obtained under 
the agency system. 

Malcolm L. Williams, assistant man- 
ager of agencies, described the vocation 
of life insurance as a “life rather than 
a living,” as a career which gratifies the 
desires for success and human contact, 
and which enables the agent to become 
a constructive factor in building the hap- 
piness and progress of his community. 

President Linton summarized the com- 
pany’s recent progress and brought the 
conference to a close. More than 100 
delegates, wives and home office offi- 
cials attended. Other regional conven- 
tions will be held in September at Chi- 
cago, Lake Placid and Hot Springs, Va. 








Important Changes 
Seen Slated for 
Savings Bank Law 
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imized by the association’s efforts. For 
example, the original Section 234 of the 
Livingston-Piper bill provided that the 
ordinary routine work of the banks 
should be performed by their clerks, 
guided and assisted as far as may be 
necessary by the superintendent of in- 
surance. This feature was eliminated 
on the objection of the state association. 


Clarified by Change 


Another feature of the original bill 
which might have given rise to serious 
misrepresentation was the provision that 
policies should be signed “on behalf of 
the savings and insurance banks.” The 
issuing bank would have signed the pol- 
icies and this might have readily given 
the impression that the assets of the 
bank were behind the insurance policies, 
whereas, as a matter of fact, only the 
assets of the insurance department are 
back of the policies. On the insistence 





of the state association, the bill was 
amended to provide that policies should 
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March Sales Decline 27%; 
Off 19.5% for Quarter 


NEW YORK—New life insurance for 
March was 26.7 percent below March, 
1937, while the total for the first quarter 
of this year was 19.5 percent less than 
for the first quarter of 1937, according 
to Life Presidents Association. 

For March, the total new business of 
association companies was $672,142,009 
against $917,442,000 during March, 1937, 
a decrease of 26.7 percent. New ordinary 
amounted to $441,067,000 compared ty 
$581,399,000, a decrease of 24.1 percent, 
Industrial totaled $198,025,000 against 
$258,087,000, a decrease of 23.3 percent 
Group insurance was $33,050,000 com. 
pared to $77,956,000, a decrease of 575 
percent. 

For the first three months, the total 
new business of the 40 association con. 
panies was $1,850,714,000 against $2. 
299,310,000, a decrease of 19.5 percent, 
New ordinary amounted to $1,192,500, 
000 in 1938 and $1,473,334,000 in 1937, a 
decrease of 19.1 percent. Industrial was 
$552,092,000 compared to $665,723,000, a 
17.1 percent decrease. Group insurance 
was $106,122,000 against $160,253,000, a 
decrease of 33.8 percent. 











be signed not by the banks but only by 
its insurance department. 

Further lessening the possibility of 
misunderstanding, and as a result of the 
state association’s efforts, the following 
provision was inserted in the law: “Ey- 
ery such policy form (meaning policies 
issued by savings banks) shall contain 
on its face the following’ statement: 
‘The only assets of this bank which are 
applicable to the payment and satisfac- 
tion of the liabilities, obligations, and 
expenses of the insurance department of 
this bank are the assets of the insurance 
department of this bank.’ ” 


Standard Provisions Added 


It was also at the insistence of the 
state association that the original bil 
was amended to require insertions ™ 
savings bank policies of the New York 
standard provisions provided for in Sec- 
tion 101 of the insurance law, as well a 
provision for the sending of premium 
notices to all policyholders, both of 
which provisions were absent from the 
original bill. As originally drawn, the 
bill would have relieved the banks from 
any obligation to continue sending pre 
mium notices if the insured were t0 
change his residence or place of bust 
ness to another state. ne 

Now that the savings bank life insur- 
ance measure is law, it is believed that 
there will be a disposition in Albany 
listen to requests tor remedying its ob- 
vious drawbacks, if for no other reasot 
than New York’s pride of leaders 
Other states are accustomed to follow 
New York’s lead on many insurance 
matters and the following of an impé™ 
fect model by other states would be 
regarded as unfortunate here, as je 
the possibility that another state mig! 
take the New York model and improve 
on it very greatly. me 

The N a Wowk City association 
adopted two resolutions, one expressit? 
to company presidents its considert 
belief that in line with the obligat™ 
to policyholders there is a vital _ 
for some public relations agency age 
ating throughout the year and ma nt 
fective by the companies for the Lf 
pose of bringing to the public genet” 
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erstanding of © 
a more complete und fution 0 


olution 


sociation of Insurance plication 
appointing an insurance pu 
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fee Lengthy Fight 
(ver Status of 
Detroit Company 
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te was closely questioned regarding the 
‘ardsticks” utilized. 

‘Tanney admitted that he valued a cer- 
vin piece of Detroit property at $500 
+ front foot but “rounded off” the 
sfoot strip at $25,000, rather than $28,- 
40,as would be obtained by multiplica- 
jon, “You rounded off pretty much 
serything against the company, didn’t 
yu?” Brucker asked. Tanney denied 
ay intention to be unfair. Enumera- 
fon of the properties as Tanney was 
westioned about each indicated that 
nuch of the company’s holdings consists 
rather old property. 

Tanney admitted that his appraisals 
ok into consideration the statute which 
yovides that insurance companies may 
wt hold real estate for more than five 
jars, and that a selling valuation was 
terefore necessary. He admitted, how- 
wet, that he had not considered a pro- 
ysion permitting an extension of this 
riod for a maximum of five years. 
Ina few instances Brucker pointed out 
tht Tanney’s valuations were under the 
appraised values for tax assessment pur- 
poses, 

Rio Grande Properties 

The company’s return contends that 
Tanney’s valuations were only 60 per- 


wnt of the actual values of the prop- 
tties. Three Detroit Real Estate 








































e Board members, who were in court as 
tain wonsultants of defense counsel, provided 
ent: MM affidavits attached to the company’s 


(ACH bref to the effect that properties ap- 
prised by Tanney at $801,200 were 


and worth, in their judgment, $1,212,206. 
iy Sook values of the property were fixed 


at $1,149,939. 

Other property held by the company 
Whose departmental appraisals were 
thallenged is located in the Rio Grande 
bil valley. These were visited recently by 
t Mr. Gauss and representatives of other 
states participating in the examination. 
A write-off of $513,654 on a bond port- 
Set: Ml ‘lio valued by the company at $1,171,- 
: 389 was assailed in the company’s an- 


a wer, It was argued that most of the 
fa deductions were based on changes in the 
Ps portfolio which had been approved by 
Svs ci department and which involved ex- 
* mange of municipal bonds, par value 
r . 27,105 and $207,000 worth in default, 
fe lot other bonds, chiefly rails, with a 
pat value of $460,000. 
stir Examination in 1935 
that The company answer also referred to 
y : tres examination report by Michigan, 
hs idiana, Pennsylvania and Iowa which 


ad found the company solvent, although 
ship wm had been written off the pin 9 
assets, it was contended, were sub- 
Pally the same then as at the end 
Ip P 1937 and during the period the trend 
foe was upward. It was claimed 
tad - examiners’ non-admitted assets 
an hiner, Proved to be of the value 
w “amed by the company. 

ta Panchuk and William Tarsney, 
“stant attorneys general, are in charge 





io 

wae nthe case for the department. Com- 
tion a euct Gauss, his deputies, actuaries 
need mer are in attendance and an 
per rice B Spectator the first day was 
e ef tural Life y, president of the Agricul- 
pul deparimn e, Detroit, also in a temporary 
cally Seen — _custodianship. Clarence 
“the MMM other ‘og merican Life president, and 
n of Vr Panny executives also attended. 
tio? HAR the a obtained an order from 
dest HA dloyes pprouing the. payment of em- 
As indicat Z aries due April 15. Mr. Ayres 
rs if ing : i would accept no salary dur- 
tions even if ety custodianship period 
t of sumed > Dei offered him, but it is pre- 
vert be left aa Some executive officers will 
tight HMB Gauss jg the custodian’s payrolls. Mr. 
st Dorary ae the duties of tem- 
se Point Pie States that he wishes to 
nde 


th sharpie at the department makes 
eo of mismanagement or mis- 
nN the part of the officers ex- 
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Will Be in Charge of 
Most Interesting Feature 














BART LEIPER 
Bart Leiper, Provident Life & Acci- 


dent of Chattanooga, will conduct a 
symposium at the annual meeting of the 
Southern Round Table of the Life Ad- 
vertisers Association on advertising ex- 
hibits. Each exhibitor will tell about 
his exhibit and then a discussion will 
follow, there being questions, criticism 
and observations from the floor. Mr. 
Leiper has taken an active part in the 
organized activities of his business. 








cept for disputing the management’s val- 
uations of properties and bonds. “They 
depreciated Detroit’s big banks out of 
business,” he said, “but it looks like they 
are going to pay off about 100 per cent. 
It looks like this situation is about the 
same.” 


Dr. J. M. Thomas Resigns as 


National Life Executive 
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and to give more of his time to the 
management of his apple orchard on 
Mendon mountain, near Rutland. He 
would retain, however, his connection 
with the National Life as a director, in 
which capacity he has served for 18 
years. 

Fred A. Howland, chairman, President 
Elbert S. Brigham and other directors 
expressed regret but accepted the resig- 
nation as tendered, and) took no action 
in regard to the vacancy. 


Change of Work 
Dr. Thomas did not speak of his resig- 


nation as a retirement but “only a 
change of work.” He _ put himself 
through Middlebury college largely 


through farm work, especially through 
his skill in raising bees, and he explains 
that since he was a boy his great am- 
bition has been to be a farmer. “I was 
diverted to other things, 15 years in the 
ministry, to 22 years’ service as presi- 
dent of three colleges, and, during the 
past eight years, as an insurance off- 
cial, and I feel I am now entitled to 
indulge in my lifelong wish. 

“I have found life insurance work 
intensely interesting. My assignments 
have brought me in touch with the se- 
lection of risks, the passing on disabil- 
ity claims, the organization and super- 
vision of sales agencies, advertising, and 
the investment of company funds. 


Life Insurance Booster 


“The more I have learned about life 
insurance, the stronger has become my 
conviction of its usefulness and its sta- 
bility, particularly as the business is con- 
ducted by the old National Life. I feel 
I am not wholly leaving the company, 
for I shall still be a director. I am only 





leaving the active work for younger 
men. 

“I remain a trustee of several educa- 
tional institutions and, during the iill- 
ness of President Porter H. Adams of 
Norwich university, I have given some 
of my time to the direction of that in- 
stitution, as chairman of the administra- 
tive committee, which work I have much 
enjoyed. I hope in similar ways I can 
be useful to good causes in Vermont for 
many years to come.” 

Dr. Thomas was graduated from Mid- 
dlebury college in 1890, from Union 
Theological seminary in New York in 
1893; was pastor of the Arlington ave- 
nue Presbyterian church in East 
Orange, N. J., from 1893 to 1908; was 
president of Middlebury college from 
1908 to 1920; president of Pennsylvania 
State college from 1920 to 1925; presi- 
dent of Rutgers university from 1925 to 
1930; vice-president National Life from 
1930-1938: director National Life from 
1920 to the present time; president of 
the Vermont State Horticultural society 
from 1936-1938; and president of the 
Vermont Chamber of Commerce from 
1937-1938. 

The motion accepting Dr. Thomas’ 
resignation was passed by the directors 
as follows: 

“Deferring to Dr. Thomas’ expressed 
desire for less exacting duties and for 











Commissioner Carpenter 
Indicates He May Retire 





SAN FRANCISCO—When he was 
introduced at the northern California 
sales congress here, Commissioner Car- 
penter said: “This may be my last offi- 
cial appearance before the life insurance 
fraternity in one large meeting.” Com- 
missioner Carpenter’s statement referred 
to the possibility that at the conclusion 
of his term early next year he will not 
seek reappointment, or that a possible 
change in the state administration may 
prevent reappointment. It also created 
considerable comment to the effect that 
he was contemplating resigning, but this 
possibility is considered remote, now 
that he has been successful in making 
considerable improvement in the laws 
and the office generally. 








more time to devote to matters of per- 
sonal interest, 

“Tt is moved that his resignation as 
vice-president be accepted to take ef- 
fect Aug. 1. 

“In accepting the resignation we de- 
sire to express to him our appreciation 
of his loyal and cooperative service with 
the company, and our pleasure that he is 
to continue as a member of the board.” 
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1937 RESULTS 


Insurance Issued (Net) . . . . $23,480,519 
A Gain, over the year 1936, of 8-3/10% 


Increase in Insurance in Force . . $7,003,208 
Total Insurance in Force, Dec. 31, 1937 


Few American life insurance companies, of 
our size or even larger, can match the above 
results for the year 1937. Guarantee Mutual 
Life Company’s Agency force, operating 
under a result-getting production plan, 


turned in an outstanding year’s work. 


WOULD YOU BE INTERESTED IN 
FULL DETAILS OF THIS PLAN? 


If so, direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


$133,412,420 


OMAHA, NEB. 


Organized 1901 
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In view of human nature’s almost forth energy to the tune of millions gffoughc 
EK C infinite capacity for resistance to change, horse power and yet be content to meas jcial © 
DITORIAL OMMENT it is hardly surprising that the progres- ure their advances in fractions of a a 
sive leaders in any movement must put inch. Klis 
rr... quitabl. 
Tribute to the Work of Dr. Glover Should Know What He Tells esse 
Dr. James W. Gover, who is a mem- ess. They have occupied positions of | An insurance producer should know his At least he should know about everythin on 
ber of the faculty of the mathematics de- moment. Dr. Grover is to retire at the | business and its contracts. He may not, that he tells. What he says should hiRobert 
partment of the UNiversiry oF MICHIGAN, age of 70, which he will reach this summer | desire to tell everything that he knows but backed by expert and intelligent inforgmstment 
is to be honored by his former students after 40 years in this progressive work. | he should know what is in his storehouse. mation. sident 
in Chicago, June 2. He originated in He has been more prominent than anyone} oy 1 
college work the teaching of actuarial else in this work and has been the longest ER ie 
theory and mathematics in their relation in it. His students have given a good ac- P * B ion, wa 
to life insurance. There was attracted to count of themselves. He is regarded as a ERSONAL IDE OF USINESS 
his course many young men who subse- patron saint among those in the busi- : : Te ; B J. 
quently have i . Xe inent in the busi- cre . Judge C. T. Warner of Columbus, |in that capacity until his retirement iggjent of 
1 y = . ee well known insurance attorney and | 1936, when he became special repregamatied by 
former Ohio superintendent of insur- | sentative. He was the company’s oldesfimt, om 
iow ; er ance, has returned to Columbus from | general agent in point of service and haggmonolulu 
Vi point of a Buy of Insurance Florida, where he spent several months. | been one of its most consistent produc ound 1 
Aw seepeneant contetbation 00 lide Iuser- ic second and Great Batein thied These He has recovered from his illness and | ers throughout his career. fawaii, 

; : ; ‘ has resumed his practice. Ditch Ez 
ance from a public standpoint was made three countries are imbued more than Dr. W. W. Harral, 67, one of th@glcutta, 
by Attorney Ronerr A. Tart of Cincin- any others with the philosophy of indi- J. H. Johnson, president of the j. Hi. organizers and former medical directogmrestern 
nati, son of the late President WitttaM = yidual liberty and democratic govern- | Johnson Company, Clarksdale, Miss., | of the Southwestern Life, died in Dallag@@itish I 
Howazp Tart, at ti 1 ti £ : tase N ‘ae Liane b former Mississippi commissioner, was | after a three months illness. He was ggmtime t 

“ AFT, at the annual meeting OF ment. 1HE NATIONAL UNDERWRITER PuD- | stricken with a heart attack and is now | graduate of the medical school of Comgmventio 
the Onto Association oF Lire UNDER- lished a resume of Mr. Taft's important | in a hospital in Memphis. His condition | lumbia University and was connecte( 
WRITERS. Mr. Tart spoke from the stand- address. is satisfactory. : with the. Southwestern Life from it John \ 
point of the buyer of insurance, a man In his elucidation of the subject he He suffered a heart attack while en | organization in 1908 until his retiremenfiiflmted L 

: : i route to Hernando on business. He is | in 1926. himerous 
who understands its functions and more called attention to the need of the per- seriously ill. He has been’in the insur- wociates, f 
or less its mechanics. He interpreted sonal service of the agent. People have | ance business in Clarkdale for about 50 Frederick A. Williams, president offi agent 
the spirit of life insurance and told what to be persuaded. Their life insurance | Yrs. y oe of hace vetoed and of thé seg 
it was intended to accomplish. - ernroes : cfs. ‘Ther , : Mexican Actuaries Institute, died theregi fromin 

‘ : — —— has to be fitted to their needs em John J. King, president Hooper-| Born in England, Mr. Williams hadgmrere yellc 

He stated, for instance, that life in- court counsel regarding the various Holmes Bureau of New York City, has | lived in Mexico for many years and wa him attac! 
surance is based more than any other in- kinds of contracts and what selection | returned to his office after a two and | one of the outstanding foreign life ingMMiminess a 
stitution on the virtues of individual should be made to solve the particular | OM¢-half months’ sojourn in the Ha- | surance men in the country. Nearly ev 
hrift » tiene Mie te de tt lili f ‘ Stee Ae Sete Islands. During his stay there pennan 
thri anc industry. Then he made the problem o each purchaser. As Mr./ 1. made a careful survey of insurance Games i. Ces, for 92 yours ee 
interesting statement which life people Tarr put it, “The agent alone can pre-| conditions with particular attention to} Angeles manager of the Californiag@ghl “Hanr 


generally know, that although the 
United States has less than 7 percent of 
the population of the world, it has over 


sent a clear picture and teach the all- 
important lesson. We owe a debt of 
gratitude to the life insurance agents for 


the Oriental influence. His bureau has 


an office at Honolulu. 





Mrs. Minnie Ridgeway Bishop of Chi- 


Western States Life, celebrated his 61s 
birthday April 14. <A large day’s pro 
duction was recorded in his honor. 
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70 percent of its life insurance. Canada the thrift they have preached.” cago, 77, widow of the late L. Brackett Donald A. Hampton, general agent 
Bishop, for many years Chicago man- | Provident Mutual Life, San Francisco W. R. J 
ager of the Massachusetts Mutual and | is the father of a second baby boyg@th year 


Important Work of the State Associations 


A FEATURE among organized life under- 
writers that has attracted much atten- 
tion is the growing importance of state 
associations. We now have such bodies 
in most of the states and they have 
demonstrated their capacity to add much 


ducting sales congresses. Some of the 
states make a conspicuous feature of 
Some of their bodies 


Through 


their organization. 
carry on regional conferences. 
these instrumentalities there is a wider 


dissemination of life insurance knowl- 


former president National Association 
of Life Underwriters, died at her home 
last Thursday. Mr. Bishop died two 
years ago. Mrs. Bishop graduated from 
Hahnemann Medical College in Chicago 
in 1888. She was renowned as a lec- 
turer, traveler and was one of the pio- 
neer advocates of woman suffrage and 
temperance. A son, Ridgeway Bishop, 
survives. 





Wade. 





Dr. A. W. Sivyer, assistant medica 
director of the Northwestern Mutua 
Life, is spending a vacation in and 
around San Francisco. During his visit 
there he conferred with Richard J. Ship 
ley, general agent. 





Elmer Letterman, John Hancock Mu 
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to a better understanding of the busi- edge and technique among insurance ip 
; r : : += : : ; 7 ol Since th 
ness. They have taken a prominent salesmen than ever before. Today no tual Life, New York City, member 
: 5 sus re k = = : Si. ail alk Manager W. F. Woods of the Pru: | the Million Dollar Round Table, visitedfifthan $15, 0 
part in legislative activities. They have life agent need to complain o ack of | dential at Shreveport, La., has been ap-| San Francisco en route to his homq a hilieve 
done much to coordinate the local as- constructive, practical, hard hitting ma-| pointed general chairman of Shreve- | after several months in Honolulu wherefiletsey, 


sociations and have been forward in con- 


terial. There is a plethora of it. 


Consider the Case of the Time-Lock 


THE History of the time-lock may well 


of earlier days, was open to serious ob- 


port’s flower show. He is one of the 
outstanding authorities in that commun- 
ity on flowers. He is a member of the 
Shreveport Beautification Foundation 
and was recently instrumental in plant- 
ing 10,000 red bud trees along the lake 





he reorganized the agency setup of the 
company in the Hawaiian Islands. He 
conferred with Karl Brackett, San Fran 
cisco general agent. 





Dr. Milton T. McCarty, medical di 
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be pondered when progress seems dis- jections. When there was enough | front. rector of the People’s Life of psy ‘ 

couraginely slow toward realization of money in the bank’s safe to make it ; Ind., died at his home the other day arret 

sedan al eke and practical ideas worthwhile, robbers had no compunc- R. M. Douglas, cashier of the L. O.| He was educated at Indiana Universit American ‘ 
edly des Pp ; ’ : P Schriver general agency of the Aetna | and practiced medicine in Rossville, Ind. ™pection 


—reduction of lapses, stabilization in 
agent’s turnover, an institutional public 
relations program, to name a few. The 
time-lock, now accepted as essential by 
banks everywhere, had a hard fight 
when it was first offered. Yet the need 
of some device that would stop night- 
time raids on banks was extremely 
urgent. The combination lock, which 


tions about kidnapping a bank official 
and persuading him, by applying lighted 
matches to his feet or in other effective 
ways, to open up the bank’s vaults. Yet 
in ‘spite of a situation which the time- 
lock admirably took care of, the banking 
fraternity shied away from it so that it 
was some 30 years before it was gen- 
erally accepted. Now it is a part of 





Life in Peoria, Ill., and the accident and 
health underwriter there, was honored 
by the staff on his birthday and 12th 
anniversary with the agency. 





Officers of the Equitable Life of Iowa 
were hosts at a luncheon in Des Moines 
given to honor Walter St. John on 
his completion of 35 years continuous 
service with the company. He joined 
the Equitable in 1903, became general 





and later in Frankfort. He was one 0 
the organizers of the People’s Life and 
had been the medical director since it 
inception. 


Keith Morgan, million dollar producer 
of the Equitable Society in New York, 
went to Dallas to deliver an address # 
the unveiling of the memorial at tm 
Texas Scottish Rite Hospital for Crip 
pled Children. Mr. Morgan is head 0 
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had gradually superseded the key lock every institution. agent in Des Moines in 1904, and acted | the President’s birthday celebration 
— | 
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oughout the United States and is an 
icial of the National Foundation for 
fantile Paralysis. On the conimittee 
riving Mr. Morgan in Dallas was W. 
Klingman, Texas manager for the 
iuitable Society. While in Dallas he 
iressed a meeting of Equitable agents. 
actically all of the agents from Dallas 
ve {Forth Worth attended. 

THAIN: 
ld bamRobert Campbell of the Campbell In- 
nforgmestment Company agency was elected 
wident of the new junior chamber of 
mmerce organized at Wichita, Kan. 
M. Mitchell, New York Life, secre- 
sy Wichita Life Underwriters Associ- 
jon, WaS named national councillor. 










































8, J. Dickson, home office general 
ent of the Occidental Life, accom- 
wied by Mrs. Dickson and their daugh- 





nt if 
epre 


Ides, Elizabeth, left Los Angeles for 
d haagionolulu on the first leg of a trip 
rducmmeround the world. They will visit 


hwaii, Japan, China, the Philippines, 
Nutth East Indies, Singapore, Rangoon, 
acutta, Bombay, Alexandria, all the 
stern European countries and the 
hitsh Isles, returning in mid-August 
itime to attend the company’s annual 
mvention in Vancouver, B. C 
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John V. Hanna, president of the 
Wnited Life & Accident, was presented 
umerous tokens of esteem from his as- 
wiates, from the home office employes, 
bid agents in honor of his 46th birthday 
aniversary. 


nt o 
f the 


there™m™ Prominently displayed on his desk 
hadjgrere yellow pennants, each one sent to 
| wagmlim attached to an application for new 


lsiness as an agent’s token of devotion. 
Nearly every agent was represented by 
pennant. The number received the 
frst 11 days of April augurs a success- 
hl“Hanna Month” for 1938. A hand- 
wme electric chimes clock came as 
agit from the general agents in Con- 
necticut and western Massachusetts and 
Field Supervisor L. D. Benson. 
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W. R. Baker of Newark will start his 
wh year with the Mutual Life of New 
York April 24. He started as an office 
; by to the then president, Richard A. 
adica McCurdy. After six months he was 
utualitansferred to the policy department 
and where he remained about ten years. He 
visit ten became chief clerk in the policy 
Ship@jn department and remained there 
until March, 1912, when he was sent to 
me Newark office and entered field 
Since that time he has produced more 
ttan $15,000,000 paid-for business, which 
8 believed to be a record for New 
frsey He has also qualified for the 
nitional Field Club convention in San 
jacisco June 2-3, when he will receive 
S 20th gold medal as a club qualifier. 
i 8 a former president of the Life 


Mderwriters Association of Northern 
New Jersey. 






























Barrett Woodsmall, vice-president 
anttican Service Bureau of Chicago, the 
— company affiliated with the 
see Life Convention, and Mrs. 
ie _. returned to their home in 
bed th uff, Ill, a few nights ago to 
as at a fire had occurred there which 
ie the presence of mind of their 
i “4 Mary Jean, 10 years old, might 
thongs much damage. She was 
ether’ a? smoke and. called her 
ite arrett, Jr., and their aunt. 
bed eves: iclephoned the fire department 
the W ything was under centrol when 
oodsmalls arrived. 


es Eugenie Gray Woodruff, daugh- 
New Mace’ and Mrs. J. E. Woodruff, 
ork City, and Sayre MacLeod, Jr., 


Stpervisor ; 
or, ordinary agencies department 
Tudential, w y ag' Pp 


G. CME the beige ere married at the home of 
ne Lindy Parents. Mr. MacLeod has 
pret A ta hg the Prudential since his grad- 
pole tom Princeton in 1926. 
Th ery ah) 

Men's Kansas agency of the Business 
tres Droductic serance held a novel one-week 
RoW, D a ae honoring President 
gator Torrance wit and Vice-President J. H. 





» nN the nature of a “welcome 


home” 
me" event, 





Both had attended an 











agency meeting in Oklahoma City and 
were visiting their old homes at Ellin- 
wood, Kan., over the week-end. As a 
surprise Bert A. Hedges, Kansas man- 
ager, met them at Wichita with reports 
from Supervisors E. L. Sisk and L. B. 
Bowman of 34 applications from their 
districts. Mr. Hedges then drove them 
to Ellinwood, stopping at Hutchinson to 
receive a report of nine applications from 
Supervisor C. E. Barricklow. Upon 
arrival at Ellinwood a report was await- 
ing from W. M. Basher, Topeka, super- 
visor for northeast Kansas, of 12 
applications. The grand total was 55 
applications for $77,000 life insurance. 





O. D. Douglas, San Antonio, Tex., 
president Texas Association of Life 
Underwriters, was host at a barbecue 
dinner at his ranch near Boerne, Texas. 





Ray Simpkin, assistant superintendent 
of agencies of the Connecticut Mutual 
Life, has completed a tour of Texas 
agencies. , 


W. W. Klingman, Texas manager 
Equitable Society, accompanied by Mrs. 
Klingman, is spending some time at his 
home at Great Neck, N. Y. 





J. W. Bishop, Jr., is following in the 
footsteps of his father, manager of the 
Volunteer State Life’s home _ office 
agency, who has been one of the south- 
east’s leading producers for many years. 

The younger Mr. Bishop, who has 
been in his father’s office about three 
years, placed 11th in paid production in 
March. He is a graduate of the Uni- 
versity of Chattanooga. 





George W. Farley, 83, for many years 
Toledo, O., general agent of the Equit- 
able Life of Iowa, died of a heart at- 
tack. He had been in insurance work 
more than 40 years. Althcugh he re- 
tired as general agent at the age of 72, 
he continued to serve his company as 
special representative. 





General Agent Morton H. Wilner of 
the Wilner & Wilner office of the State 
Mutual Life in Washington, D. C., was 
made an honorary life member of the 
District of Columbia Life Underwriters 
Association, the first time this honor has 
been conferred in Washington. The 
scroll reads: “In recognition of his sig- 
nal services to the underwriting frater- 
nity as the first dean of the Life Insur- 
ance Institute; his unswerving fidelity to 
the ethics of the profession; his exam- 
ple and inspiration to the young men 
with whom he has been asosciated; his 
loyalty to his fellow underwriters and 
his readiness to give of himself at all 
times.” 





S. T. Gilmore Is Feted 


KANSAS CITY—On the occasion of 
his 76th birthday, Solon T. Gilmore, 
vice-president and general counsel of the 
Business Men’s Assurance, was visited 
by some 200 members of the home office 
who extended greetings. A large bou- 
quet of flowers adorned his desk, pre- 
sented by the company. 

Mr. Gilmore was the one in whom 
President W. T. Grant confided as to 
his plans for an association that would 
offer business and professional men ac- 
cident insurance on the low cost plan. 
That was in 1908, and the next year 
Mr. Gilmore prepared the charter for 
the Business Men’s Accident Associa- 
tion. 

Mr. Gilmore has been active general 
counsel and a director. In 1937 he was 
elected a vice-president. 

Mr. Gilmore first entered the law 
business in Kansas City in 1898 when he 
opened an office of his own in partner- 
ship with Robert D. Brown. The firm 
still continues with that name, with his 
son, John Gilmore, as one of the part- 
ners. In 1904 Mr. Gilmore was elected 
to the state senate on the Republican 
ticket. 


Cash in on Hoodoo Day—for sales plan 
details write The Accident & Health 
Review, 175 W. Jackson Blvd., Chicago. 











NEWS OF THE COMPANIES 





Humanizing the Statement 





Distinctive and Effective Presentation 
of the Financial Exhibit of the Co- 
lumbus Mutual Life 





One of the most distinctive and effec- 
tive annual statement reports to policy- 
holders that has been set forth has been 
prepared by the Columbus Mutual Life. 
The circular, when unfolded, is about 17 
by 214% inches in size and folded, 5% 
by 8% inches. It is very attractively 
illustrated and is printed in two colors. 
“You are gaining year by year” and 
“Your insurance property is annually in- 
creasing in value,” are the themes. Pic- 
tures and reading matter illustrate fam- 
ily protection, savings, retirement at 65, 


and educational _ policies. President 
D. E. Ball’s message to policyholders 
in which he points out the progress 


made by the company for the year and a 
synopsis of the Dec. 31, 1937, financial 
statement are prominent features. 
Several significant paragraphs are 
headed, “Avoid Installment Luxury 
Purchase Contracts,” which state “You 
will find it easier to maintain and in- 
crease your insurance-savings if you'll 
avoid tying up your future earnings in 
installment purchase contracts for autos, 
radios, mechanical refrigerators, fur 
coats, etc. 
“Many such 
which may be 
fices, whereas 


are luxury purchases 
deferred without sacri- 
insurance savings are 





musts, for everyone who lives will re- 
quire a minimum monthly income after 
his earning period and every family de- 
prived of its breadwinner will require a 
minimum income. 

“Consider your insurance’ savings 
rightfully ranking ahead of luxury pur- 
chases. . . J” 

Emphasis is everywhere placed on the 
importance of setting aside small 
amounts regularly. 

In the past, life insurance companies 
have been criticized for their tendency 
toward “institutional” advertising with 
formal statements about their invest- 
ments in bonds, stocks, and mortgages. 
The Columbus Mutual circular does an 
effective job of humanizing a life in- 
surance company for its policyholders 
and should bring tangible results in the 
conservation of business. 


Western Life Is Commended 





Examination Report on Montana Com- 
pany Refers to Conservative Invest- 
ment Policy and Intelligent Records 


That the Western Life of Helena, 
Mont. (formerly the Montana Life), “is 
in an exceptionally sound financial con- 
dition with an ample surplus in excess 
of total obligations to policyholders and 
beneficiaries,” is the conclusion reached 
in the report just released of the exami- 
nation of the company by examiners rep- 
resenting Oregon, Washington and 
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Modern Life Insurance Since 1845 
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i Bacx of the Mutual Benefit man stands a home 
| office with a proved ability to cooperate in the draft- 
H|| ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair | 
| dealing—a record of sound protection and liberal 1 
| treatment. The Mutual Benefit has always been 

| more liberal than any insurance law required. Of | 
its own volition the Mutual Benefit pioneered the 
| Principle of Retroaction, which extends so far as i 
HI possible all new benefits to old policies, making | 


them in efféct as modern as the newest. 


| The Mutual Benefit 


| LIFE INSURANCE COMPANY 
Newark, New Jersey 
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AT THE END OF THE 
_ FIRST QUARTER 


Protective Life’s total ordinary sales (in addi- 
tion to group insurance) for the first quarter of 
1938, compared with the first quarter of 1937, 
were 12% above the average for all insurance 
companies throughout the country. 


Protective Life’s premium income for the first 
quarter of 1938 increased 21.1% and interest 
income increased 19.1% over the same period 


of 1937. 


LIFE INSURANCE Q. 
William J. Rushton, President 
BIRMINGHAM, ALABAMA. 








SURREALIST INTERPRETATION: Judged by excellence of all-round perform- 
ance, California-Western States Life’s Sacramento Agency has achieved 
unprecedented triumph in winning the coveted President's Trophy for the 
third consecutive year. Thus sky-rocketed to stardom is dynamic Gilbert 
Ball, Agency. Manager of this $1,988,285 group of Quality producers who 
serve the thrifty residents of northern California's fertile valley. 




















Montana. “It also reflects,” the report 
concludes, “conservative and_ efficient 
management which accounts for the 
continuous record of progress and sta- 
bility that has been maintained.” 

The last association examination was 
made as of Dec. 31, 1933, and the ex- 
amination just completed covers the pe- 
riod from that date to Dec. 31, 1937. 
Mention is made of the change in name 
which was accomplished Feb. 7, 1938. 
The change, the report observes, in no 
way affects the company, requiring no 
assumption certificates, no transfers or 
assignments of assets. The change is in 
name only. 

The Western Life’s system of keeping 
accounts and records is commended. 
“The intelligence of the human factor 
and the results of home office training 
courses are reflected in the accuracy and 
skill of the work performed both me- 
chanically and manually,” the examiners 
state. 

The report says the action of the com- 
pany in decreasing the book value of 
“other real estate” by 50 percent in 1937 
is “ultra-conservative” in view of the de- 
crease of 10 percent in each of the years 
1934, 1935, and 1936, and that “we feel 
that the values at which these various 
properties are now carried are far be- 
low the actual values which the company 
will ultimately recover on future sales.” 

The bond portfolio, the report states, 
“shows commendable diversification and 
remarkable judgment of the finance 
committee in the selection of invest- 
ments. ... As of the date of this ex- 
amination no bonds are in default of 
either principal or interest.” 

“The insurance laws of Montana re- 
quire an annual valuation of all policies 
in force issued by a domestic life insur- 
ance company and ‘the maintenance of a 
deposit of securities with the state audi- 
tor and commissioner of insurance in an 
amount equal to the net value of all 
policies in force. Dec. 31, 1937, the veri- 
fied net value of all outstanding policies 
was $10,764,426. During the examina- 
tion, securities of the kind legal for in- 
vestment of insurance were verified as 
on deposit in the amount of $13,108,866.” 

The examiners comment upon the fact 
the Western Life “adheres to the rule of 
not taking credit for any accrued or past 
due interest on mortgage loans in de- 
fault for more than 30 days,” and pro- 
nounce the company’s treatment of 
claimants as “equitable.” 


Arrange for Hall Month 


The 28th annual celebration of “Hall 
Month” will be staged next month by 
agents of the Lincoln National Life in 
honor of Arthur F. Hall, president. The 
company will sponsor a contest in which 
agencies and individuals will compete 
against each other for agency plaques, 
individual prizes and the Hall month 
trophy. 





Report on Oregon Mutual 


A convention examination was made 
of the Oregon Mutual Life, those par- 
ticipating being Oregon, California and 
Washington. The financial statement as 
of Dec. 31, was verified. The company 
has 398 mortgage loans for a total of $2,- 
474,407. Its average interest rate was 
5.73. The increase in surplus last year 
was $69,072. The total surplus and con- 
tingency reserve was $1,254,310. The 
assets are $16,299,589 and insurance in 
force $59,791,218. 





Kentucky Home in Alabama 


Kentucky Home Mutual Life has 
been licensed in Alabama. Roscoe Law, 
who has formerly represented the com- 
pany in Florida, has been made Alabama 
state representative with offices in the 
First National building, Montgomery. 
He is a native Alabaman. 

C. P. Smith has been appointed as rep- 
resentative at Birmingham. He is presi- 
dent of the Washington Security Life 
of that city, an industrial organization. 
This is the sixth state in which Ken- 
tucky Home Mutual is licensed. 

H. E. Thurman succeeds Mr. Law as 
Florida state representative. He has 
represented the Prudential for the past 
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few years in Jacksonville. The Florid, 
branch office is now being transferred 
from Gainesville to Jacksonville in the 
Bisbee building. J. L. Elam continnes 
as cashier. 


Rockford Life Honors Brown 


F. L. Brown, president of the Rock. 
ford Life was honored at a luncheon 
and given a beautiful basket of roses 
when his birthday anniversary arrived 
































this year. The agents made a drive for 

: : : ; mce W 
business during March in his honor as na st 
that is his birthday month. Business mee 
received in March was 45 percent ahead ansts te 
of March a year ago. _Mr. Brown is bors fe 
well known in the business and is a lant! & 


very conscientious executive. 


April Is Bourke Month 


April has been designated Thomas F, 
Bourke month by the Volunteer State 
Life in honor of its new vice-president, 
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recently promoted from superintendent iM that a 
of agencies. obtaine 
and na 
Yetka to Ponder Reinsurance est 
A hearing is to be held May 3 beforef# 
Commissioner Yetka of Minnesota on Nati 
the application of the Modern Life of atlox 
St. Paul to reinsure the business of the A. B 
American Annuity Assurance and Na-§ Life & 
tional Thrift Assurance of Nebraska. years, | 
supervi 
New Baltimore Company Coast 3 
The Union Liberty Life has been anew | 
chartered under Maryland law with av" J. ( 
thorized capital of $25,000 by R. F “The 
Holman, D. W. Darden and C. J. Kirby. \ e 
Offices will be in the Calvert building, rey 
Baltimore. 
The incorporators are officers of the J ummm 


Universal Life of Richmond, who have 
bought the franchise and other powers 
of the Royal Life of America. The sale 
was ratified by the circuit court in Balt 
more, Commissioner Hanna __ having 
been receiver. It is understood that the 
new company will write industrial in 


surance, with $500 as the maximum pdl- Fern 
icy. Csi 
socia 








INDUSTRIAL | 
C. I. O. Union Wins a Point 


By Narrow Margin, Organization |s 
Voted Sole Bargaining Agent With 
Metropolitan in N. Y. 











NEW YORK—By a close margin of 
36 votes—1,278 to 1,242—the C. I. 0. 
industrial agents union won the right to 
act as sole collective bargaining aget! 
of Metropolitan Life agents in tht 
Greater New York area. Except for 25 
agents, all who were eligible voted in 
the election, which was conducted by 
the state labor board. According to the 
board this is the largest percentage - 
participation in the history of such elec 
tions. : a 

Though the C. I. O. union thus de 
comes the agents’ representative in bat 
gaining with the company, if the 7 
validates the election, it is still a one 
way from getting its demands met. 





law merely provides that when an elec: at Tor 
tion determines who shall act as = a den 
gaining agent, the company 1S ye Sig's 
bound to bargain “in good faith” wi es 
that organization. ing his 
May Go to Courts ; , On hi 
This still leaves the union with - a \ 
hurdles unsurmounted. The — Vhile 
has already contended that under s ers Lif 
terms of the labor relations pgs He 
agents are not employes. The sae e we 
board denied this plea about a pony Ta 
ago, but, of course, the board 15 0 . the 
tribunal of final jurisdiction, a" a 'ion, 
company can carry its contention UP wan 
line if it cares to. ot stated Mpa 





While the Metropolitan has n i 
what its course will be, some 1 ad 
must be drawn from. the fact A 
though it cooperated with the ig" fl 
bor board in holding the election, ! 






















2, 1939MMpril 22, 1938 












F lorid; 
sferreg 
in. the 
ntinues 





d is a 


mas F, 
* State 
Sident, 
endent 


R. F. 
Kirby. 
ilding, 
of the 
y have 
owers 
e sale 
Balti- 
laving 
at the 
al in- 
n pol- 


—— 


ater On. ; 1 
jpolitan were to lose its contention that 
ie law does not apply to industrial in- 
ance agents, 
ight to “bargain in good faith” with 
te C. I. O. and, if demands seemed ex- 







Rock. 
ncheon 
E roses 
arrived 
‘ive for 
nor as 
usiness 
- ahead 
OWN. is 





LIFE INSURANCE EDITION 15 











msistently reserved the right to object 
Then, even though the Met- 


it still would have a 


wsive, refuse to comply with them, 
fereby putting the next move up to 
the union. 

Demands that have been made for re- 
duction in the cost of industrial insur- 
ance would seem to place the company 
ina strong position if it were to refuse 
fo meet demands that would increase 
qsts to any perceptible extent. Organ- 
wets for the union say they will con- 
tinue attempts to bring pressure to bear 
through Metropolitan policyholders who 
awe members of other C. I. O. or 
4. F. of L. unions. 

The law is in elections like that held 
among the Metropolitan agents that at 
kast half the employes must vote and 
that a majority of those voting must be 
obtained in order to win. Both the state 
aid national labor boards had jurisdic- 
tion, but the election was held entirely 
uder state board auspices. 


National Life & Accident Expands 


A. B. Gawronski, with the National 
Life & Accident of Nashville for ten 
years, as agent, manager and territorial 
supervisor, has been appointed Pacific 
Coast manager. Mr. Gawronski opened 
anew Hollywood district office in charge 
of J. C. Williams, superintendent, with 
o>) men. 

The downtown office in charge of 
Manager H. B. Kimball is 40 percent 
ahead of last year. 











CoMPANY MEN 
McVity Now B.M.A. Actuary 


Former Secretary and Actuary of the 
Canadian Life Insurance Officers As- 


sociation Goes to Kansas City 











Leonard H. McVity, who was for- 
merly secretary and actuary of the Cana- 
dian Life Insurance Officers Association 





LEONARD H. MecVITY 


: — has now assumed his duties 
tiie ts a4 of the Business _ Men Assur- 
of the U ‘ansas City. He is a graduate 
ing tte nag of Toronto and follow- 
n his €ge work he traveled abroad. 
the “Ma ae to Canada he went with 
While ; eC he Life of Toronto. 
pei Life he € service of the Manufactur- 
of the bs had charge of various phases 
Solin — and accounting work. 
aries to ne from a group of actu- 
of the C come secretary and actuary 
tion, | anadian Life Officers Associa- 
- dn that office he had the oppor- 


tunity of f 
companies, dying the plans of many 


Sexton Is A 


_ William Se 
“8eney secret 


_——_. 


gency Secretary 


xton has been appointed 
ary of the Great Southern 


Life of Houston. He has been with the 
company for 15 years. For the last two 
years he was agency assistant and pre- 
viously for 10 years he was purchasing 
agent. 


Dan H. Boyd Field Assistant 


Home Life of New York Advances 
Supervisor in Paterson Agency to 
Home Office Position 











Home Life of New York has advanced 
Dan H. Boyd, formerly supervisor in the 
Paterson agency, to home office agency 
field assistant. Mr. Boyd has been in 
the business since 1921, and with the 
Home Life since 1937. Slightly over a 
year ago, he joined the Paterson agency 
and in addition to his supervisory duties, 
qualified through personal production 
for the President’s Club convention, 
Home Life’s organization of ranking 
salesmen. 

After being graduated from West Vir- 
ginia Wesleyan, Mr. Boyd taught school 
for a short period, during which time he 
engaged in life insurance selling on a 
part-time basis. He gained wide experi- 
ence after entering the life insurance 
business on a full-time basis as a per- 
sonal producer and in various positions 
of responsibility. He qualified for a C. 
L. U. designation in 1931, and he holds 
the certificate of agency management. 

The staff of home office agency field 
assistants is a specialized development in 
personnel training for the company. This 
department is a source of supply for men 
trained under Home Life methods upon 
which the company relies largely for 
agency management appointments. 





Holtzman Leaves Colorado Life 


A. M. Holtzman, manager of the ac- 
cident and health department of the 
Colorado Life, has resigned. Mr. Holtz- 
man is president of the National Acci- 
dent & Health Association. 





Patrick Assistant Treasurer 


R. B. Patrick has been elected assist- 
ant treasurer of the Bankers Life of Des 
Moines. He has been supervisor of the 
investment department. 


Rindge Again Discharged 

LOS ANGELES.—S. K. Rindge, in- 
dicted director of the old Pacific Mutual 
Life, won a discharge through a decision 
by Federal Judge Cosgrave. 

Rindge was the only one of the 15 
indicted who refused to waive his right 
to extradition and resisted removal to 
Arizona, 

The decision releases Rindge from all 
custody of federal officers in California, 
but does not preclude his arrest and be- 
ing compelled to face trial should he en- 
ter Arizona. Federal court officials here, 
following the decision, however, pre- 
dicted the indictment against Rindge 
would be dropped. 

When the motion of W. H. Neblett 
to dismiss Commissioner Carpenter of 
California as conservator of the com- 
pany came up for argument it was post- 
poned by Superior Judge Wilson until 
April 27. 


Noble Portland, Ore., Manager 


Stuart Noble, formerly assistant man- 
ager at Minneapolis for the Union Cen- 
tral Life, has been appointed manager 
at Portland, Ore., succeeding R. H. Ed- 
miston, resigned. Mr. Noble signed) his 
first contract with the company in 1934 
after having six years’ previous expe- 
rience with another company. A native 
of Des Moines, he prepared for the min- 
istry at Morningside college. Graduat- 
ing in 1911, he decided to go to Florida 
to do civil engineering. Two years later 
he was mayor for four years. The town 
was named after him, the principal street 
being named “Noble.” 

Between 1919-1925 he was in the naval 
uniform business in Philadelphia. In the 
latter year, he returned to Morningside 
to become choral director, going into 














life insurance in 1928 at Minneapolis. 























MUTUAL TRUST 






LIFE INSURANCE >"=7_ COMPANY 
TOWIN A.OLSON cuIcaAsco 
PRESIDENT tLLiInois 












“AS FAITHFUL AS OLD FAITHFUL 

















Thirty-three years of continuous management and 
progress. 




































Three per cent net level premium participating poli- 
cies for men, women and children. 





OPERATES EAST AND WEST 


One-third of its business in force is in the six New 
England States and other eastern territory and three 
of its leading agencies are located in Connecticut, 
Massachusetts, and New Hampshire. 


Men who believe they have general agency qualifica- 
tions may obtain full particulars by addressing the 
Agency Department. 


NOTHING BETTER IN LIFE INSURANCE 
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For You— 


General Mutual’s new “Life 
Insurance Schedule and Estate 
Program” is a powerful help 
in selling. 


For Prospects 
This same form is a welcome 
foundation for a planned life 
insurance program. 


Better get the facts... 


wile-14t GENERAL 
MUTUAL 


LIFE INSURANCE CO. 
VAN WERT, OHIO 
Cc. M. PURMORT, President 





=—— 


FOR AGES TO COME 























BY ANY 


STANDARD 
COMPARISON 


FOUNDED 


1867 


@ The Equitable Life of 


lowa issues both partici- 















pating and non-partici- 
pating life policies; 
annuity contracts; and 
“man-sized" life policies 
for juveniles from date 
of birth to age 10. 
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LIFE AGENCY CHANGES 





Doherty Named General Agent 





Takes Charge of Boston Office for 
Continental American; 17 Years in 
Business 





Gerald M. Doherty, well known Bos- 
ton life underwriter, has been appointed 
general agent by the Continental Amcri- 


can Life. His offices are at 10 Post 
Office Square. 
He is a native of Boston who has 


been in life insurance work for 17 years, 
connected with a large eastern company, 
recently as unit manager. Mr. Doherty 
is a big personal producer with broad 
experience in estate planning, and is 
prominent in activities of the Boston 
Life Underwriters Association. 

Former Mayor J. F. Fitzgerald, a 
cousin of Mr. Doherty, was among those 
attending his open house, and more than 
500 persons visited the office in the first 
few days to extend their good wishes. 

James E. Fitzmaurice has been ap- 
pointed agency supervisor to work with 
Mr. Doherty. Mr. Fitzmaurice is well 
known in Boston. He has been in the 
life insurance business 12 years. 





Lawrence to Provident Life 

The Provident Life of Bismarck, N. 
D., has appointed G. Frederick Law- 
rence general agent at the home office. 
Mr. Lawrence was formerly associated 
with the Lorin Hord agency of the New 
England Mutual in Minneapolis. Pre- 


vious to that he was with the Ford 
Motor Company sales department in 
Minneapolis. Mr. lawrence is a native 


of Fargo. Joseph Dickman, manager of 
agencies, announced that the Bismarck 
agency, which will also cover Mandan, 
will be used as a proving ground for 
the new ideas in sales methods and re- 
cruiting and training. 


Spickard Milwaukee Head; 
New Agency at Appleton 





L. W. Spickard, for the past three 
years agency supervisor in San Fran- 
cisco for the Bankers Life of Iowa, has 
been appointed agency manager of Mil- 
waukee for that company. 

Bankers Life has created a new agency 
at Appleton, with jurisdiction over 21 
counties in northeast Wisconsin. E. H. 
Manning is the agency manager. He 
has been located at Beaver Dam, Wis., 
as district agent for the Milwaukee 
agency. 


New Appointees’ Careers 


Mr. Spickard graduated from the Uni- 
versity of Wisconsin in 1924 and joined 
the Bankers Life in Madison, Wis. He 
later became agency supervisor there 
and in 1928 was made the agency man- 
ager at Mason City, la. In 1930, he 
went to Detroit as agency manager. 
Since 1935, he has been in San Fran- 
cisco. 

Mr. Manning was formerly a teacher. 
He joined the Bankers Life in 1922 in 
the LaCrosse agency. He has been a 
member of the Presidents Premier Club 
for many years. He served in 1932 as 
president of the Rotary Club of Beaver 





Dam and in 1933 was commander of 





the American Legion post. He is , 
member of the Beaver Dam board of 
education. 

F. T. Johnson has been the agency 
manager in Milwaukee. : 


Establish Tulsa Office 


The Massachusetts Protective com- 
panies have established a district office 
in the Mayo building, Tulsa, Okla., in 
charge of J. H. Jones, formerly with the 
companies in Davenport, Ia., as general 
agent for all of eastern Oklahoma. Pre. 
viously the entire state was handled 
from the Oklahoma City office. Mr. 
Jones was with the companies in Okla- 
homa for several years before going to 
Iowa. 


Brooks’ Territory Extended 


Newport News, Va., terminal of the 
Chesapeake & Ohio Railway, has been 
added to the territory of Howard J. 
Brooks, Richmond general agent of the 
Provident Life & Accident. This com- 
pany has the franchise with the C. & 0. 
for writing salary savings and group in- 
surance covering employes of that com- 
pany. Mr. Brooks became general agent 
for the Provident just a year ago. Pre- 
viously he was one of the premier pro- 
ducers of the Neil D. Sills agency of 
the Sun, Life of Canada in Richmond. 
He is a younger brother of Wilson M. 
Brooks, another outstanding producer 
for the Sun Life in that city. 








Hoyt Returns to New Hampshire 


The United Life & Accident has ap- 
pointed Myron A. Hoyt general agent 
for New Hampshire. Mr. Hoyt has re- 
turned to the state after an absence of 
22 years to take this post. In 1916 he 
was teller in the First National Bank of 
Manchester, N. H. From 1916 to 1930 





Northwestern Mutual Life Divides Nebraska 








KENNETH M. SNYDER 


Thé Northwestern Mutual Life an- 
nounces a change in its general agency 
setup in Nebraska, following the resig- 
nation of Franklin Mann. as_ general 
agent for the entire state. Kenneth M. 
Snyder is named general agent for 
northern Nebraska with headquarters at 
Omaha and Ralph L. Theisen becomes 
general agent for southern and western 
Nebraska with headquarters at Lincoln. 

Franklin Mann has been one of the 
outstanding general agents of the North- 
western Mutual Life and is retiring 
April 30 after serving in Nebraska with 
headquarters in Omaha for 27 years. 
Over a period of years the production 
of the agency has been between $4,000,- 
000 and $6,500,000 annually. Mr. Mann 
started in life insurance with the North- 
western Mutual in the C. D. Norton 
agency in Chicago as statistician, and 
in 1896 made his first contract as a 
special agent. With Charles Junod he 








went to Omaha in 1911, where they 





RALPH THEISEN 


operated a partnership general agency 
for northern Nebraska. Mr. Junod re- 
signed to enter other work March 31, 
1915, and Mr. Mann continued as sole 
general agent for the entire state. He 
has been prominent in Northwestern 
agents’ associations, serving as secre- 
tary-treasurer 1907-9 and vice-president 
in 1922, declining the presidency the 
following year. He has also been active 
in the General Agents Association. Mr. 
Mann, who is approaching his 70th 
birthday, recently decided to retire from 
the responsibilities as general agent and 
enjoy some well earned leisure. 

Mr. Snyder has been under contract 
as a special agent since June 15, 1915. 
He went with the Mann agency imme- 
diately after graduating from the Uni- 
versity of Nebraska. Mr. Snyder is a 
native of Council Bluffs, Ia. His real 
success in the life insurance business 
dates from 1919 when he was mustered 
out of military service. His production 








FRANKLIN MANN 


as special agent totals about $7,000,000. 
Mr. Snyder has been a constant student 
of the science of life insurance and . 
psychological reactions. As 4 young 
man (now 43) he probably has writtel 
more insurance on men between 50 ant 
60 years of age than all the rest oft ne 
men in his office. Mr. Snyder 15 4 
Gd. ; 

Mr. Theisen was born in 1 
Point, Neb., where he received his 
cation, later graduating from the 
versity of Nebraska, with an A. 
gree in 1917. His first contract was 1 
the Mann agency as soliciting agent : 
the Lincoln district agency Lg 
1919, becoming a special agent m = 
and district agent in 1929. His pro +A 
tion with the company totals . U 
of $4,600,000. Mr. Theisen 1s a C. ae 
He made the Marathon club m Pa 
At present he is vice-president oF oe 
Northwestern Mutual Asscciation 
Agents. 
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he was an engineer. In 1930 he entered 
life insurance as a salesman for the 
Equitable Society in Boston. He be- 
came a unit manager for the company 
i 1934 and continued in that capacity 
itil 1936, when he became a supervisor 
jor the Berkshire Life. 


Hoyt Goes to Concord, N. H. 


Myron Hoyt has moved from Boston 
to Concord, N. H., to become gencral 
agent there of the United Life & Acci- 
dent. For several years he was a unit 
manager of the Equitable Society in the 
Fitzhugh Traylor agency, and later was 
with the W. H. Boireau general agency 
Berkshire Life in Boston. 


Kahn Manager at Springfield, III. 
Morris Kahn, who resigned recently 
as general manager of the Famous De- 
partment Store in Springfield, Ill., has 
become manager in that city for the 
Federal Life of Chicago. For the past 
18 months he has represented the Fed- 
eral Life on a. part time basis as well 
as operating the store. He has opened 
quarters in the Ferguson building. Af- 
ter leaving the department store work 
and before taking up his responsibilities 
with the Federal. Life, Mr. Kahn went 
on a Caribbean. cruise. 





Sanford Tennessee Manager 


W. L. Sanford has been appointed 
state manager in Tennessee for the Peo- 
ple’s Life of Frankfort, Ind. He has 
been in the life insurance business for 
several years. 


Lamme to Kansas City, Kan. 


Charles Lamme, Jr., has been ap- 
pointed general agent of the Occidental 
Life of Los Angeles at Kansas City, 
Kan. He joined the Occidental last 
year and was general agent at Topeka, 
Kan., for several months. He began his 
Insurance career, in 1918 as an agent of 
the Northwestern Mutual at Hiawatha, 
Kan,, was made district agent at Atchi- 
son in 1925, and appointed to the same 
position in Kansas City in 1930. In 
1932 he joined the Reliance Life as gen- 
eral agent in Kansas City. 


Seeks Richmond General Agent 


H. P. Winter, assistant superintendent 

of agencies of the Union Central Life, 
Was in Richmond, Va., last week looking 
lor a man to succeed J. C. Greenfield 
a general agent there. Mr. Greenfield 
recently was transferred to Atlanta. 


Earley to Provident L. & A. 


C. M. Earley, formerly general agent 
of the Fidelity Mutual Life in Norfolk, 
a, has been appointed general agent 
tthe Provident Life & Accident in that 
city, succeeding J. M. Moss, resigned. 


Will Look After Wyoming 

G. A, McTaggart, ordinary manager 
ot the Prudential in Denver, has ap- 
Pointed an additional assistant manager, 


H. Kenneth Craw, who will have charge 
of Wyoming. 





J. 0. Harmon Appointed 


John Pasco, agency manager Equita- 


le Society, Raleigh 

; y, gh, ©. has “ap- 
pointed John O. Harmon as district 
anager in southern North Carolina 


with headquarters at Goldsboro, N. C. 


Mtr, Harmon w i : 
May - i vent with the Equitable 


Rafferty Takes St. Louis Post 


dé 
cenery Rafferty has become St. Louis 

{yes “ay of the Pacific Mutual Life. 
field solicit; 16 years’ experience in the 
tion, Th ing and building an organiza- 
home offic Past 11 years he has been in 
ing renane' work, organizing and train- 
easton al agents, and for seven years 
) agency supervisor for the terri- 


tory east of Miss] . , 
. JI MAuSsissippi, witl m 
ters in Chicago, Ppi, with headquar 










Deutsch Named by Monarch 


J.E Deutsch h 
: . : as been appointed gen- 
tal agent of the Monsbeis tits co 





lumbus, O. He formerly was field su- 
pervisor in Pittsburgh. 


Russell Named at Oakland 


The Colorado Lite has named Frank 
IX. Russell general agent at Oakland, 
Cal. He has been in managerial work 
in Oakland for a number of years. 








Byerley London, Ont., Manager 


S. T. Byerley has been appointed man- 
ager at London, Ont., by the Dominion 
Life. He has been in life insurance work 
for over 10 years. 





AGENCY NOTES 





The Equitable Life of Canada has 
opened a new agency in Winnipeg with 
R. H. Mareh as manager. 

The Western Empire Life of Toronto 
has appointed Fred W. Snell branch 
manager for southern Alberta and south- 
eastern British Columbia. 

Lloyd D. Lehan has been appointed 
agency supervisor at Sioux City, la., by 
the Provident Mutual Life. He has been 
an agent of the company for 17 years. 
Hobart E. Brake is general agent. 


CHICAGO 


CELEBRATES FIRST ANNIVERSARY 


L. A. Williams of DeBarry & Wil- 
liams, general agents Lincoln National 
Life, Chicago, is celebrating his first 
anniversary with the agency. In the past 
12 months, Mr. Williams has assisted in 
building a large state-wide agency or- 
ganization and developing a number of 
valuable brokerage contacts. Mr. Wil- 
liams, whose experience covers personal 
selling, recruiting, training and serving 
in various executive capacities, has been 
in life insurance work since 1911. He 
was with the Country Life for 8% years 
from organization of the company and 
built a phenomenal agency force and 
production record. In 1936, one year 
prior to his present connection, new 
business in Illinois of the Country Life 
exceeded the $20,000,006 mark and under 
his direction passed the $100,000,000 
mark of insurance in force in a shorter 
period of years than it has taken any 
other company. 


HINTZPETER HOST TO LEADERS 


Twenty-five agents were the guests of 
H. C. Hintzpeter, manager Mutual Life 
of New York, Chicago, at a luncheon in 
recognition of their leadership in pro- 
duction during March. Over $1,000,000 
in paid business was turned in during 
the month. Mr. Hintzpeter is celebrat- 














ing his 49th year with the Mutual Life. 
He has spent the entire period in Chi- 
cago and his offices have always been 
located on La Salle street. Mr. Hintz- 
peter started his insurance career 50 
years ago with the People’s Mutual Ac- 
cident Insurance Association, now out 
of business. After one year’s experience 
with the company, he changed over to 
his present connection. The Hintzpeter 
agency is the second largest in the Mu- 
tual Life group, the home office agency 
being first. ; 





J. H. ROBINSON WITH SUN LIFE 


Joseph H. Robinson has become as- 
sociated with the Chicago office of the 
Sun Life of Canada. He has resigned 
as president of the Atlas Robinson Com- 
pany with which he has been identified 
for 20 years. 





SCHOMBURG IN 15th YEAR 


George L. Schomburg, assistant man- 
ager of the W. S. Fuller Illinois ordinary 
agency of the Prudential in Chicago, ob- 
served his 15th anniversary with the 
company. Mr. Schomburg has spent the 
entire 15 years in Chicago, was a special 
agent for nine years and, during the last 
six, has officiated as assistant manager 
under both Jesse E. Smith, retired man- 
ager, and Mr. Fuller whd was trans- 
ferred from Cincinnati a few months 
ago. By reaching the 15 year mark, Mr. 
Schomburg is automatically promoted to 
class “C” in the Prudential Old Guard. 
E. H. Dooling is the other assistant 
manager. 

On May 1, the Fuller agency is mov- 
ing to enlarged quarters in the Field 
Building, suite 1246. Present quarters 
are in room 825 and adjoining. 





BRENNAN AGENCY PRODUCTION 
The James H. Brennan agency of the 
Fidelity Mutual Life in Chicago has an 





almost perfect record of 15 months of 
consecutive increases in paid production. 
The only month in which the agency 
fell behind was last September when the 
majority of its staff attended the com- 
pany’s Leaders Club convention at Vir- 
ginia Beach. Mr. Brennan is a “con- 
test” specialist and has conducted a 
number of successful campaigns during 
the past year and in recent months. He 
is a top producer, a consistent leader in 
his agency, deriving a good share of his 
business from ~ contacts made among 
members of a number of clubs to which 
he belongs. The Brennan agency has 


undergone its annual spring cleaning 
and has been attractively decorated 
throughout. 





ZIMMERMAN TO ADDRESS CLUB 

C. J. Zimmerman,° Chicago’ general 
agent Connecticut Mutual Life, and sec- 
retary of the National Association of 
Life Underwriters, will give an address 
before the Chicago Insurance Club in 
the Chicago Board auditorium, May 3. 
He will speak of life insurance and link 
it up with fire and casualty insurance 
work. 





CONCENTRATES PRODUCTION 

The high ranking in insurance in 
force oi the Country Life in Illinois com- 
pared to some of the older companies 
has created much interest in its produc- 
tion methods. The Country Life oper- 
ates through the Illinois Agricultural 
Association which has 70,000 members. 
It confines its activities to the state and 
has a general agent in every county. 
The state is divided into four districts 
with sales supervisors in charge. To this 
concentration of effort is attributed 
much of the Country Life’s success, as 
there is very little lost motion. The 
sales supervisors are active in the field 
and are continually out assisting general 
agents and agents in actual sales work. 





Company is 
agents who are looking for a future. 
We pay no guarantee to agents, 
Sth year and thereafter 52 times. 


a month. 
the Company. 


three years. 


Vice President, Conservative Life I 


Industrial Assistant Superintendents and Agents 


We are looking for producers—having openings for Superintendents (which with our 
the same as a detached Assistancy with an 


Superintendent's guarantee $150.00 per month with an overwriting of 10% on all 
rdinary, as well as times on all Monthly Premium increase. 

but our times on increase the first year equal 3444 

times industrial; 2nd year, 39 times: 3rd year, 4314 times; 4th year, 4734 times: and 


Commissions on collections on debits range from 15% to 20% with debits collected once 
Ordinary commissions 65% up with renewals as long as you remain with 


Our policy contracts are not surpassed by any Company. We issue regular Ordinary 
policies on the monthly payment plan with premiums as low as 2lc per month. 
policies have cash surrender, loan, paid-up and extended insurance values after 


We have openings in Indiana and Michigan for live wires. 
desire to make a connection with a Company which recognizes ability write giving’ 
full particulars as to your insurance experience in strict confidence to A. S. Burkart. 
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It Does Something - - 


R. B. RICHARDSON 
President 


Helena 


that no other contract with which I 
am familiar does,” writes a general agent of his agency franchise, 
“and that is, the better an agent and the better the class of busi- 
ness he secures, the better he is paid. I would rather have our 
present contract than one with just a straight 80 per cent top with- 
out bonuses for persistency or increase of insurance in force.” 


WESTERN LIFE 
INSURANCE COMPANY 


Montana 


LEE CANNON 
Agency Vice President 
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LIFE SALES MEETINGS 





R. E. Myer’s Agency Meeting 





Harrisburg Organization of the Mutual 
Life of New York Has Its Annual 
Conference 


HARRISBURG, PA.—Manager R. E. 
Myer of the Mutual Life of New York 
agency with headquarters here held an 
anniversary meeting. He started the ball 
rolling by talking on affairs of the agency 
and then short addresses were given by 
five representatives, winners of a recent 
campaign. F. I. Neiderer, agency or- 
ganizer, spoke as did A. L. Potter, 
agency instructor and Service Represent- 
ative P. G. Renninger. They based their 
remarks chiefly on the new juvenile pol- 
icy recently introduced by the company. 

The luncheon was in the nature of an 
anniversary affair with the wives in- 
cluded. 


Leaders Are Presented 


Following the luncheon the manager 
formally presented the ten representa- 
tives who qualified for the Mutual Life 
National Field Club convention to be 
held in San Francisco in June. These 
are: P. C. Richley, Harrisburg; R. C. 
Mahoney, New Cumberland; E. R. 
Lollo, Chambersburg; S. Loy Kutz, 
Chambersburg; C. F. Koch, Pottsgrove; 
A. C. Hottenstein, Milton; G. M. Neely, 
Ir., Vork;- EF, i. iey,--Cantisle; C: 1. 
Deitz, Mann’s Choice, and E. D. Myers, 
Hanover. 

W. M. Kunkel, medical referee, spoke 
on “Some Problems of a Medical Ref- 
eree.” The main address was delivered 
by District Manager Earl R. Lollo of 
Chambersburg, one of the leading pro- 
ducers. 


Agency’s Fine Record 


The Harrisburg agency was -estab- 
lished April 1, 1934, with Mr. Myer as 
manager—the territory comprising 17 
counties in central Pennsylvania assem- 
bled through a reorganization of five 
other agencies. Prior to assuming the 
managership Mr. Myer was in_ the 
agency department at the home oftice. 
He became associated with the company 
as an agent at Elmira, N. Y., remaining 
in that capacity for ten years. While a 
representative he was a member of the 
National Field Club consistently and in 
1929 qualified for the Million Dollar 
Round Table. 

During the four years’ existence of 
the Harrisburg agency it has compiled 
a splendid record and at the end of 
March, 1938, stood second among the 76 
agencies of the company on the basis 
of rating agency accomplishment. For 
the past three months the agency is 29.4 
percent ahead on paid-for business over 
the corresponding three months of last 
year, and for the past six months it is 
33%4 percent over previous six months. 
In the recent anniversary campaign all 
previous records were broken, 433 appli- 
cations having been submitted in one 
month exceeding any month in the his- 
tory of the agency. At the present time 
the Harrisburg agency leads all other 
Mutual Life agencies in the number of 
applications and volume applied for on 
the new juvenile policy. 





Plan B. M. A. Regional Meetings 


The Business Men’s Assurance will 
hold its California regional meeting at 
the Grand Canyon. It will be a two- 
day meeting the middle of September. 

Victoria, B. C., is to be the meeting 
place for the northwest regional con- 
vention the latter part of September, 
following the California meeting. 

The first two regional meetings are 
to be held at Wawasee, Ind., Aug. 25-27 
and Colorado Springs, the first part of 
September. These four regional meet- 
ings replace the All-Star convention held 
by the Business Men’s Assurance each 
year. 





Lincoln National Meetings 





Agency Representatives Attended 
Sales Conferences Held for Various 


Groups at Akron, O., Philadelphia 





Agency conclaves attended by 13 
agency groups were conducted this week 
in Akron, O., and Philadelphia by the 
Lincoln National Life. General Agent 
J. H. Geer was host to the Akron meet- 
ing April 18; General Agent R. W. 
Brooks was host in Philadelphia, April 
20. Home office officials who partici- 
pated in the programs were: A. L. Dern, 
vice-president and agency director; Dr. 
W. E. Thornton, second vice-president 
and medical director; J. P. Carroll, sup- 
erintendent of agencies, and W. T Plog- 
sterth, director of field service. 


Nine Groups at Akron 


Nine agency groups attended at Akron. 
They were: J. H. Geer agency, Akron; 
S. A. Bardwell agency, Cleveland; 
P. W. Tribolet agency, Bellevue; J. W. 
A. Staudt and S. G. Duckworth agencies, 
Canton; G. T. Kennedy agency, Cincin- 
nati; H. E. Campbell agency, Columbus; 
J. C. W. Coppess, Greenville; J. E. 
Guthrie agency, Warren, and the S. M. 
Thompson agency, Pittsburgh. More 
than 90 agents were present. 

The Philadelphia meeting was at- 
tended by agency groups from the 
R. W. Brooks and C. A. Wooster agen- 
cies of Philadelphia; A. C. Mellinger, 
Sr., agency, Allentown; H. C. Lawrence 
agency, Newark, and G. J. Clautice 
agency, Baltimore. Approximately 40 
agents attended. 


John Hancock Will Hold 
Meeting at French Lick 








Recruiting and training will be dis- 
cussed at the meeting of John Hancock 
general agents and supervisors at French 
Lick, Ind., April 22-23. 

The group will be welcomed by Dan 
W. Flickinger, Indiana general agent. 
Paul F. Clark, Boston general agent and 
president of the General Agents Asso- 
ciation, will be chairman. J. Harry 
Wood, manager of general agencies, will 
open the meeting. A. H. Dalzell, who 
is in charge of training in the Paul F. 
Clark agency, Boston; W. I. Black, 
Omaha general agent; H. L. Leavell, 
Wichita, Kan., general agent, and W. 
M. Houze, Chicago general agent, will 
lead the discussion on recruiting. The 
training session will be addressed by 
W. A. Fowler, agency assistant at the 
home office; W. B.’ Ackerman, Cincin- 
nati general agent, and Arthur H. Dal- 
zell of Boston. 

C. C. Robinson, editor “Insurance 
Salesman,” will address the dinner Fri- 
day evening. 

There will be a general discussion on 
the selection of agents and Chairman 
Paul F. Clark will close the meeting 
with an address on “This Job of Ours.” 


Pacific Mutual Officials in 
Rally At Dallas, Tex. 


DALLAS, TEX.—A. N. Kemp, pres- 
ident; William Breiby and D. C. Mac- 
Ewen, vice-presidents; Floyd Forker, 
sales promotion manager, and Malcolm 
White, manager educational department 
of the Pacific Mutual Life, participated 
in a field conference here, third of a 
series. L. C. Swinney, newly appointed 
general agent here, who succeeds Rosen- 
baum Brothers, was host. O. Sam Cum- 
mings, president National Association of 
Life Underwriters, sponsored a luncheon 
and extended welcome. Ross Priddy, 
vice-president Life Managers Club, paid 
tribute to Rosenbaum Brothers as deans 
of general agents, having been in the 
business 40 years. They retire from 














active management but remain in advi- 
sory capacity. 

Miss Hazen Roberts, with the Rosen- 
baum firm for 20 years, has been made 
associate general agent in the Dallas 
office, 

Mr. Kemp, in an address at the 
luncheon, deplored the fear manifest in 
many sections regarding business and 
economic future. He declared fear must 
be abolished and it can be if the coun- 
try goes about the task intelligently. He 
said when this nation is compared with 
the countries of Europe it can be seen 
there is nothing bad here. 


RICHMOND CONFERENCE 


RICHMOND, VA. — Pacific Mutual 
Life executives attended two-day con- 
ference here. J. E. Garland, general 
agent for Virginia with headquarters at 
Farmville, was host at a luncheon. 


Western Life Regional Meet 


The Western Life of Helena, Mont., 
held a regional sales meeting at Los 
Angeles. President R. B. Richardson 
reviewed the company’s progress in 1937 
and the outlook for 1938. Lee Cannon, 
agency vice-president, discussed ‘“Prof- 
itable Selling.” Merle Fuller, supervisor, 
Boise, Ida., told of the organized work 
program inaugurated by the company. 
French R. Daniels, superintendent of 
agencies, Seattle, discussed program sell- 
ing and special briefing. Mr. Fuller held 
an open discussion on the company’s 
work record system. Mr. Cannon closed 
the meeting. 

Albert R. Wager, Los Angeles man- 
ager, handled the arrangements. Mr. 
Wager and his agency continued to lead 
the company both in personal and 
agency production in January and Feb- 
ruary. 


Reliance Life Iowa Meeting 


The Reliance Life held a sales meet- 
ing at Sioux City, Ia. at which the 
Sioux City office was congratulated for 
a 46.6 percent gain in business in 1937. 
Earl Gillis, district agent for northwest- 
ern Iowa, was in charge. R. H. Wertz, 
associate manager, Detroit, and J. P. 
Troop, Minneapolis, manager great 
northern department, attended the meet- 
ing. 


B. M. A. Dallas Conference 


About 50 attended the Texas sales 
congress of the Business Men’s Assur- 
ance in Dallas. A number of prominent 
Dallas insurance executives were special 
guests at the dinner. The home office 
executives who made addresses were 
President W. T. Grant, Vice-president 
J. H. Torrance and A. I. Beach, director 
and associate counsel. 

A. W. Hogue, Texas manager, took a 
prominent part in the program. 











State Farm Georgia Meeting 


About 100 agents of the State Farm 
companies of Bloomington, IIl., attended 
a state meeting at Macon, Ga. A. W. 
Tomkins, vice-president, and Judson 
Farley, Georgia claim agent, addressed 
the meeting, Mr. Tomkins speaking on 
“The Qualifications of a Good Agent.” 


One-day Clinic Is Held 

A. H. Anderson of the R & R Service, 
Indianapolis, conducted a one-day clinic, 
attended by about 50 agents, at San An- 
tonio, Tex., on “Programming in One 
Interview.” He urged the agents to 
conduct the interview through questions 
which will bring out needs so a com- 
plete plan may be developed by the time 
the interview is completed. He sug- 
gested a series of questions as to mar- 
riage, children and objectives desired by 
the prospect. 


Poindexter in Richmond 


U. H. Poindexter, assistant director of 
agencies Northwestern Mutual Life, 
urged Virginia representatives of that 
company at the meeting in Richmond to 
analyze their problems, develop a solu- 
tion and then carry it to a successful 
end. He stressed the importance of ar- 
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MAURICE A. HYDE 


The agency force of the Security 
Mutual Life of Nebraska celebrated in 
March the completion of 20 years oj 
service by Maurice A. Hyde, vice-presi- 
dent in charge of sales, by producing 2 
record volume. Mr. Hyde was pre 
sented with a unique 350-page manv- 
script book, the “chapters” being writ- 
ten by the leading producers. 








ranging settlements to suit the needs oi 
insured and dependents. He also urged 
more attention to juvenile business, 
which he said is a fertile field. 

Agents who spoke included M. H. 
Abernathy of Cochran, leader; J. R. Nol- 
ley, J. B. Cary, R. I. Shipley, and H. D. 
Goldman, Richmond, and J. R. Coates, 
Norfolk. W. T. Nolley, general agent 
for Virginia, presided. 





Lynn at LeBuhn Meeting 


Arthur D. Lynn, assistant director of 
agencies for the Massachusetts Mutual 
Life, was in Davenport, Ia., to attend 2 
meeting of the Carl LeBuhn agency. 





Illinois Bankers Convention 


The annual Leaders Club and agency 
convention of the Illinois Bankers Life 
of Monmouth, III., will be held this year 
at the Edgewater Beach Hotel, Chicago, 
Aug. 29-31. This is the third successive 
year this meeting has been held at that 
location. 

Last year more than 150 agents a 
tended. This year, it is expected that 
the attendance will be larger, owing 
increased business and intensified inter 
est, which has resulted in record-break- 
ing production. 





Wickett, Conley in Memphis 


F. A. Wickett, vice-president, and #. 
H. Conley, regional agency superviso 
New York Life, were honor guests até 
banquet given by the Memphis general 
agency at the Hotel Claridge. Hono 
guests also included winners in tM 
spring sales contest of the Memphis 
agency. 


Field Club Meet June 2-3 


The meeting of the Field Club of e? 
Mutual Life of New York will be he 
at San Francisco, June 2-3. 








Favorable Response from Cour® 


Applications for enrollment . 
new correspondence course whic Me 
just been started by the Security . 
tual Life of New York, has been 
ceived with much favor by the set: 
force. The course is under the ~ 
tion of W. S. Thompson, assistant 5° 
perintendent of agencies. 
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News OF LIFE ASSOCIATIONS 





Cleary, Gantz on Program 





More Than 200 Wisconsin Agents 
Attend Milwaukee Association’s Sales 

























Congress 





MILWAUKEE—More than 200 Wis- 

onsin agents attended the sales con- 
gess of the Milwaukee Association of 
Life Underwriters. Stephen  Klarer, 
Northwestern Mutual, president, pre- 
sided at a luncheon and W. F. Breidster, 
Kansas City Life, vice-president, was 
chairman of the congress. 

Speaking on “The Importance of Con- 
fdence in Our Business,” M. J. Cleary, 
president Northwestern Mutual, said 
America’s problem is to evolve a sane 
and cooperative basis for utilizing re- 
sources to supply needs. Perspective in 
qaluating present problems and a long- 
time view in planning their solution are 
necessary in setting up a great social 
and economic structure in the United 
States, he said. 

“Our present problems go back to the 
world war and have developed through 
the 20 years of disorganization that fol- 
lowed,” Mr. Cleary said. “The restless- 
ness of men, the topsy-turvy thinking 
now prevalent, and the breakdown of 
agriculture, industry and banking make 
it possible to paint a black picture of 
America’s future. But I am optimistic. 
I believe that America has the men, ma- 
chinery and resources to build a better 
social structure than the world has ever 
seen.” 

Mr. Cleary pointed out that during the 
post-war chaos and economic disorgan- 
ization, life insurance had been a stabi- 
ling influence, and with the exception 
of a few small failures, had met all its 
obligations in full and on time. With 
public confidence established in life in- 
surance, the selling job today has been 
made easier. 

K. S. Reynolds, executive vice-pres- 
ident Wisconsin state chamber of com- 
merce, discussed “Wisconsin’s Business 
Future.” 

Telling how “Life Insurance Can Be 
Merchandised,” Joseph M. Gantz, gen- 
eral agent Pacific Mutual, Cincinnati, 
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said “the public has more faith in our 
business than we have.” He held the 
agent’s job was to lay before the pros- 
pect some realities of life and show him 
how to meet them. He warned against 
ficticious and unnatural methods of tell- 
ing prospects about life insurance, advo- 
cating sale on the basis of providing pro- 
tection for loved ones. He reviewed some 
of the beliefs about proper approach and 
handling the prospect. It is a mistake to 
be afraid to talk about death and under- 
takers, he said. It is no kindness to 
allow a husband and father to ignore his 
responsibilities because the agent is 
afraid to discuss them with him. 

Borrowing on policies and lapses are 
running less than normal, indicating 
business conditions are not nearly so bad 
as some people think, he said. The busi- 
ness decline is largely mental, Mr. Gantz 
holds. 

E. G. MacDonald, Sheboygan, pres- 
ident Wisconsin State Association of 
Life Underwriters, announced that the 
sales congress and annual state conven- 
tion would be held at Pine Hills Country 
Club, Sheboygan, May 12. J. F. Hinkes 
is general chairman, and E. E. Trow- 
bridge convention chairman. The con- 
gress will be open to all Wisconsin 
agents. A special session will be held 
on local and state association activities, 
to which general agents and managers, 
and all officers and directors of associa- 
tions will be invited. 





Stage Debate on Package 
Selling vs. Programming 





ST. LOUIS—At the meeting of the 
Life Underwriters Association of St. 
Louis Thursday a debate was staged on 
“Package Selling vs. Programming,” 
with O. L. Baxter, Equitable Life of 
Iowa, and I. M. Barker, Connecticut 
Mutual, defending package selling and 
Milton Koch, Northwestern Mutual 
Life, and W. F. Dean, Phoenix Mutual 
Life, proclaiming the advantages of pro- 
gramming. 

The young men’s division at its meet- 
ing Wednesday was addressed by Syd- 
ney Salomon, Equitable Society, a mem- 
ber of the Million Dollar Round Table. 

The association reports membership of 
442, a gain of 75 percent over 1937. 


Full Day Avenel for 
Harrisburg Congress 








A one day sales congress and luncheon 
under the auspices of the Pennsylvania 
State Association of Life Underwriters 
is scheduled for Harrisburg April 29. 

R. U. Hergesheimer of Philadelphia 
will serve as chairman of the morning 
session. The speakers will be Roderick 
Pirnie, Massachusetts Mutual Life, 
Springfield, Mass., “Half Way Isn’t 
Very Far’; V. C. Chambers, Provident 
Mutual, Philadelphia, “Are You Doing 
the A B C’s of Successful Underwrit- 
ing?” The famous courtroom play of the 
Philadelphia Association “Trial of John 
Q. Agent” will be staged in the morn- 
ing. 

oy H. Schaeffer, Fidelity Mutual, Har- 
risburg, will be chairman of the luncheon 
meeting that will continue throughout 
the afternoon. Speakers will be Roger 
B. Hull, managing director National 
Association of Life Underwriters, “Sixty- 
four Million People—$110,000,000,000;” 
C. P. Peterson, general counsel Bankers 
Life of Nebraska, “Good Old Rugged 
Philosophy,” and H. J. Johnson, Penn 
Mutual, Pittsburgh, vice-president of the 
National association, “Which Road Are 
You Taking?” 

P. B. Rice is general chairman for the 
event. 





Tennessee Sales Congress 


At the Tennessee Association of Life 
Underwriters sales congress being held 
in Memphis Friday of this week, the 





speakers are E. E. Cooper, agency as- 
sistant Equitable Life of Iowa; J. L. 
Cherry of Blytheville, Ark., agent New 
York Life; Jack Lauer of Cincinnati, 
chairman Million Dollar Round Table: 
Dan E, Mason, field instructor Equitable 
Society, and Roger B. Hull, managing 
director National Association of Life 
Underwriters. R. L. Brightwell of Mem- 
phis is vice-president. E. R. Caldwell, 
president of the Memphis association, 
extends greetings. 


Talks to Texas Groups 


A. C. Rains, agency director of the 
Great Southern Life for north Texas, 
spoke to the life underwriters associa- 
tions at San Angelo, Tex., Abilene and 
Big Spring, Lubbock, Amarillo and 
Wichita Falls on “How to Get Started 
and Keep Going.” 


Schwemm Speaks in Toronto 


Earl M. Schwemm, president Chicago 
chapter of C. addressed the 
Toronto association on “What’s Wrapped 
Up in a Life Insurance Policy.” In ad- 
dition to the main address he referred 
to C. L. U. activities, and by giving 








average incomes of Chicago C. L. U. 
men showed the close tie-up between 
knowledge and income in the life insur- 
ance business. Mr. Schwemm is man- 
ager Great-West Life in Chicago. 





Toledo, 0.—Plans which may assist the 
newcomer in the life insurance business 
were discussed by Max B. Bishop, At- 
lantic Life. 





Little Reek, Ark.—Clyde E. Lowry, 
chairman of the “annual message of life 
insurance” committee, outlined plans for 
the observance of the week. 


Fort Wayne, Ind.—Pau! Speicher, R. & 
R. Service, spoke on “The Resources of 
the Life Insurance Man,” with 75 at- 
tending. 





Greensboro, N. C.—Norman Block 
spoke on “Federal Taxation as It Affects 
Life Insurance.” George Elliott gave a 
report on the midyear meeting of the 
National association in Richmond. 





Lake Charles, La.—A new association 
has been organized with C. G. Martin as 
president. H. A. O’Neal, Mutual Life of 
New York at Shreveport, who is presi- 
dent of the Shreveport chamber of com- 
merce, was the chief speaker. He re- 
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viewed the history of life insurance and 
pointed out the great possibilities offered 
in the sales field. State President L. E. 


Throgmorton of Shreveport was _ pres- 
ent and spoke. 
Kokomo, Ind.—Kenneth Robinson, 


South Bend, Ind., agency organizer Mu- 
tual Life of New York, talked on “The 
Fundamentals of Salesmanship” at the 
April meeting. 


San Antonio, Tex.—Charles J. Zimmer- 
man, secretary of the National associa- 
tion and Chicago general agent Connec- 
ticut Mutual Life, spoke here and in 
Dallas on “Closing.” 


Waco, Tex.—Roscoe Thomas, Dallas, 

Tex., Fidelity Union Life, spoke on “Our 
Opportunities and Responsibilities as 
Life Underwriters.” 
Corpus Christi, Tex.—A. F. Ashford, 
president Western Reserve Life, spoke 
on “How Well We Serve Our Obligations 
as Life Underwriters.” 


Beaumont, Tex.—Francis G. Bray, 
Houston, general agent of the New Eng- 
land Mutual Life, will speak on ‘“Sim- 
plicity” at a joint meeting here with the 
Port Arthur association. 


Harlingen, Tex.—O. D. Douglas, San 
Antonio, spoke at the meeting of the 
Valley Grande association on “Success Is 
Yours.” 





Sweetwater, Tex.—An association will 
be formed at a meeting next week to 
be attended by O. D. Douglas, San An- 
tonio, president of the Texas association. 
WwW. L. Dugger, vice-president reat 
American Life, will be temporary chair- 
man, and Pete Starnes, Sweetwater, Tex., 
general agent Great American Life, will 
be in charge of the details. 


Tyler, Tex.—President O. D. Douglas 
of the Texas association, will hold an 


organization meeting here in May. E. E. 
Harris, agency supervisor Great South- 
ern Life for the Tyler district; Clyde 
Warfield, Aetna Life; and Nelson Ober- 
holtzer, Lincoln National Life, are in 
charge. 
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Tex.—A. ©. Bayless, 
general agent of the Southland 
spoke on “Building Prestige.” 
a firm believer in advertising. 


Austin, 


Michigan—In addition to the speakers 
already announced for the state meeting 
in Detroit, May 11, Fred Zweifel, imme- 
diate past president of the Ohio associa- 
tion, will speak at the annual business 
meeting in the afternoon. 


Shenandoah, Ia.—A meeting will be held 
May 8 to organize a local association 
covering Page and Fremont counties. 
At a preliminary meeting here, with 14 





in attendance, L. E. Pennewell, Colum- 
bus Mutual Life, Minneapolis, was the 
guest speaker. 
St. Paul—Ernest. W. Owen, Detroit 
manager Sun Life, spoke. 
Hartford—Manuel Camps, Jr., Boston 
general agent Penn .Mutual, was the 


featured speaker at the annual banquet. 


New York City—A_ resolution was 
adopted asking the legal reserve life 
companies to establish a permanent pub- 
lic relations agency to bring to the 
public a more complete understanding 
of the fundamental social and eco- 
nomic, human and moral services of life 
insurance and its agents. The resolu- 
tion is addressed to the presidents of all 
companies and also contains a pledge 
of complete cooperation on the part of 
the association. 


Detroit—Thirty winners in the essay 


contest were the honor guests. 


Columbus, 0.—Claris Adams, president 
Ohio State Life, spoke on “What Next?” 





La Crosse, Wis.—R. L. Hesse, Madison 
general agent Lincoln National Life and 
first vice-president of the Wisconsin 
state association, spoke at the monthly 
meeting of the new La Crosse associa- 
tion. Otto W. Muenster, Aetna Life, act- 
ing president, presided. Mr. Hesse dis- 
cussed activities of the state and Na- 
tional organizations and their value. He 
urged attendance at the state convention 
at Sheboygan May 12. The election of 
permanent officers and completion, of de- 
tails of organization is planned for the 
next meeting. All full-time life agents 


in La Crosse and vicinity are being in- 
vited into membership. 








Davenport Program Completed 








JOHN A. STEVENSON 


John <A. Stevenson, vice-president 
Penn Mutual Life, is the last speaker to 
be announced for the sales congress 
April 23 in Davenport, Ia. 

O. Sam Cummings of Dallas, presi- 
dent National Association of Life Under- 
writers, will be honored with a banquet 
Saturday night, together with the other 
speakers on the program. 

Lee J. Dougherty of Davenport, vice- 
president of the Occidental Life of Los 
Angeles, is to be the toastmaster for the 
banquet. 

Below is a complete program for the 
sales congress: 





9:00 a. m.—Organ concert. 

9.15—Singing, led by Oscar Gustafson. 

9:30—Opening, with Dick LeBuhn, 
president Davenport association, presid- 
ing. 

9:40—Greetings from the Iowa state 


president, R. H. Martin, Bankers Life of 
Iowa, Ottumwa. 


Welcome by J. M. Hutchinson, first 
vice-president Davenport Chamber of 
Commerce, 

9:45—Panel, “Cycle of the Sale,” led 


by C. J. Zimmerman, Connecticut Mutual, 
Chicago, supported by Herbert Hedges, 
Equitable of Iowa, Kansas City; O. R. 
Carter, New York Life, Chicago, and J. 
G. Callahan, Metropolitan Life, St. Louis. 

10:45—Singing, led by Mr. Gustafson. 

10:50—Frank T. McNally, manager 
Massachusetts Mutual, Minneapolis, 
“Fifty Dollars a Month.” 


11:30—Frank L. Jones, vice-president 








LEE J. DOUGHERTY 


Equitable Society, “The Characteristics 
of Growth.” 
12:10 p. m.—Luncheon in the Temple 


building—price included in the cost of 
the ticket. 
2—Myron Boyd, agency director New 


York Life and president Davenport Gen- 


eral Agents & Managers Association, 
presiding. 
2:15—O. Sam Cummings, “Opportuni- 


ties and Responsibilities of Life Under- 
writers.” 

2:40—Singing, led by Mr. Gustafson. 

2:45—John A. Stevenson, “Seeing Our- 
selves as Others See Us.” 

3:25—Singing. 

3:30—“Echoes from the Million Dollar 
Round Table,” panel, led by H. T. Wright, 
Equitable Society, Chicago, and sup- 
ported by H. Kennedy Nickell, Connecti- 
cut General, Chicago, and Louis Behr, 
Equitable Society, Chicago. Mr. Nickell 
talks on “What a Million-Dollar Pro- 
ducer Does the First Thing When He 
Comes to the Office.” Mr. Behr talks on 
programming and Mr. Wright “Counter- 
acting Current Sales Resistance.” 

Twelve from Davenport headed by 
Myron Boyd and Paul Otto, secretary 
Davenport association, attended a series 
of meetings in the state last week on a 
good will tour. The group visited Ot- 
tumwa, Burlington, Iowa City and Du- 
buque, with talks given by Mr. Boyd, 
Mr. Otto, James Copeland, general 
agent for the Northwestern Mutual Life, 
and Karl Madden, general agent Penn 
Mutual, on the sales congress. 
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Heads Executive Committee 


L. A. Cerf, Jr., Elected by N. Y. As- 
sociation to Fill Vacancy Caused by 
Lloyd Patterson’s Resignation 


NEW YORK—The New York City 
Life Underwriters Association has 
elected L. A. Cerf, Jr., general agent Fi- 
delity Mutual Life, as chairman of the 
executive committee to fill out the unex- 
pired term of Lloyd Patterson, general 
agent Massachusetts Mutual, who re- 
signed. Mr. Cerf has for several years 
been secretary-treasurer of the New 
York City Associations and was for- 
merly secretary-treasurer of the New 
York City Life Managers Association. 

Mr. Cerf is a son of L. A. Cerf, for- 
mer general agent of the Mutual Benefit 
Life in New York City, from whose of- 
fice have graduated more distinguished 
life insurance men than from any other 
in the country. Mr. Cerf entered his 
father’s agency in October, 1919. He 
had been graduated from Princeton that 
spring and during the summer got a 


By R. B. MITCHELL 








taste of cold canvass at its coldest by 
selling aluminum utensils from house to 
house. It wasn’t really so bad, he says, 
as there was still enough of the war 
boom left so that people had plenty of 
money and didn’t mind spending it. 

At his father’s agency Mr. Cerf re- 
mained until 1929, a year after the elder 
Cerf had retired. For five years of his 
connection he was co-manager of the of- 
fice’s uptown branch. He left the agency 
in 1929 to become general agent of 
the Fidelity Mutual. 

Mr. Cerf will serve as executive com- 
mittee chairman until the end of the as- 
sociation year June 30. 


Phelps to Canada Life 


E. J. Phelps, supervisor National Life 
of Vermont, New York City, has re- 
signed to join Channing Davis, manager 
Canada Life in’ New York City. Mr. 
Phelps will assist Mr. Davis in recruit- 
ing, training and supervision of full-time 
men. 

Mr. Phelps went into the life insur- 
ance business as a brokerage supervisor 
for the Keane-Patterson (now the 
Keane) agency on his graduation from 





Lafayette university. When the Na 
tional Life of Vermont opened a ney 
agency several years ago with M, y 
Leonard as manager, Mr. Phelps joing 
that office in a supervisory capacity. ] 
is active in the New York City Lif 
Supervisors Association. 


Clark Leaves Morris Siegel 


Wilmer S. Clark, director of adver 
tising and publicity for the Policyhold 
ers Advisory Council, of which Morris 
H. Siegel is head, has resigned fro 
that organization. Mr. Clark’s entird 
business career has been in radio, eithes 
in the publicity or news end, and he wa 
largely responsible for increasing Mr 
Siegel’s radio advertising to its presen 
proportions which involve the use of 
nine broadcasts a week spread among 
seven local stations. Before joining Mr 
Siegel, Mr. Clark was with statio 
WMCA, New York City, the first radig 
outlet used by Mr. Siegel. 

Oliver deWerthern, who had the titld 
of chief actuary of the Policyhoiders Ad 
visory Council, resigned about two 
months ago to set up his own organ 
ization. Two of the council’s interview. 
ers, Harry Ross and John Booth, re. 
signed to form a partnership indepent- 
ent of the council. 


Kee Leads in Qualifiers 


The W. H. Kee agency, Brooklyn, 
qualified more men for the Mutual Life 
national field club convention than any 
other agency in the country. It is the 
first time the agency has won this honor. 
Manager Kee was host to the qualifying 
group at luncheon. 

Those qualifying for the convention 
are Joseph E. Kunken, district manager, 
Hempstead; Max Haas, district man- 


ager, Jamaica; Walter Luce, district 
manager, Riverhead; P. P. Dettinger; 
Stanley B. Diefendorf, Sidney Selig, 


Joshua Sroog, Harry Firestone, Samuel 
Solomon, Jacob Schaaf, Sidney Levy, 
B. P. Weinstein, A. Henry Schroeder, 
Cornelius Cowley, Maurice Wickner and 
A Pros: 

Also guests at the luncheon were S. 
D. Bonner, agency organizer; Victor 
Duncan, cashier; Morris Largeman, 
branch manager Williamsburg, and Carl 
E. Haas, educational director. 





Colwell, Johannsen’s Statistician 


W. J. Colwell of the Hobart & Oates 
agency in Chicago has been appointed 
Statistician by Alfred J. Johannsen, get- 
eral agent of Northwestern Mutual’ 
Greater New York and Long Island 
agency. 


Hancel Leads Company 

M. J. Hancel, general agent Contr 
nental American Life, New York City, 
has just received a message from Pres'- 
dent A. A. Rydgren that the Hancel 
agency led the entire company in vol- 
ume of new business for the first qual 
ter. Mr. Rydgren noted that this re 
ord was made before the recent addition 
to the agency of a number of substar- 
tial producers. 


Luther Moves May 2 


The K. A. Luther general agency 
the Aetna Life will be in its new qu 
ters in the Lincoln Building, 60 Bast 
42nd street, May 2, the Luther-Keflt 
partnership being dissolved as of ee 
30. Associated with Mr. Luther wi 
be L. W. Sechtman, assistant genet 
agent; W. L. Sitgreaves, manager unde 
writing department; R. A. Apple, assist 
ant manager, group department; J” 
Luther, C. W. Sisson and R. A. Berar 
supervisors, full-time department; G. ». 
Barclay and P. J. LoTruglio, ost 
visors, brokerage department; ane © 
H. Neill, cashier. ‘40 

Mr. Luther and R. H. Keffer, W 
continues as general agent at the dows 
town office, will handle group busi 
under a partnership arrangement. v 
A. Krebs, representing the home © fs 
will have general supervision rs 
group business for all of New Yo 
City, including Brooklyn. 
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Mrs. Talley, N. F. C. President, Com- 
missioners Are on Program at Toronto 
May 17-18 





Mrs. Mary Baird, Canadian super- 
sor of the Woman’s Benefit Associa- 
jon, Port Huron, Mich., will preside in 
ie annual convention of the Canadian 
fraternal Association in the Royal York 
Hotel, Toronto, May 17-18. Executives 
ad committees will meet the evening 
(May 15. The Canadian Fraternal As- 
sociation is 47 years old. 

A number of noted speakers in the 
fraternal field are on the program, in- 
dung Mrs. Dora Alexander Talley, 
pesident National Fraternal Congress 
ad head of the Woodmen Circle, 
Omaha, and Superintendent H. D. Mc- 
\airn of Toronto, and Assistant Super- 
itendent J. A. Paradis, province of 
Quebec, and mayor of Toronto, also 
will speak. 

Others on the program are: Bishop 
Hennison, St. Paul’s Cathedral, Toronto; 
(. H; Fitch, grand recorder-treasurer, 
Canadian Order of Chosen Friends; Sid- 
ny H. Pipe, past president Canadian 
Fraternal Association and National Fra- 
ternal Congress and actuary of Toronto; 
Noman Sommerville, K. C., counselor 
of the Independent Order of Foresters, 
ad Mrs. Bina West Miller, president 
Woman’s Benefit. 








ig Unior Order U. A. M. Makes 
= Progress in Past Year 
nuel 
evy,@@ lotal admitted assets of the Junior 
der, Mm Order United American Mechanics, 
and @ Philadelphia, at the end of 1937, were 
$6,051,757, the annual statement shows. 
e SM This was a decrease of $54,337. Surplus 
ctor @M ‘0 certificate holders was $5,883,598, in- 
nail, cluding certificate reserves $4,523,914, 
Carl @ special and contingency reserves $640,- 


000 and unassigned funds $719,683. 

_New business last year totaled $6,- 
n 165,120, insurance in force $27,706,064, 
an increase of $1,681,800. The total pre- 


ni mum income last year was $906,804 and 
<A total income $1,260,900. 

sal The Junior Order paid policyholders 
ae and beneficiaries in 1937 a total of $618,- 


985 and disbursements in the year ag- 
gregated $1,189,962. 





Fraternal Week Observance 
it; #7 Arkansas Planned 


LITTLE ROCK, ARK.—Observance 
at- fm ° Fraternal Week, May 2-8, was 
ec: Me Planned at a meeting of officers, com- 
rn chairmen and members of the 
all- Py scan Aaernal Congress at a meet- 

welded, Mrs. Lillie Bailey, Jonesboro, 
- Tressie Goldsticker, Little Rock, 
— manager Woodmen Circle, will di- 
- observance of the week in Little 
! assisted by Mrs. Fay Teague, 
fet or ay Jean Sparks, Mrs. John Kir- 
ol MA Shefe rs. Ruth Lee Aday, Mrs. Rachael 
P etheld, Mrs. Minnie Beane, Mrs. 


will Ore; c s 
ral Mitchel Babcock and Mrs. Lottie 








K Insurance in Force Rises 

rd, pone Protected Home Circle of Sharon, 
ies pg its insurance in force last 

eB, 992, the total in force in adult 

i; the ora, divisions being $58,634,946 at 

5 wae rs the year. The society in its 

efits as paid out $36,629,409 in ben- 





0. Report on Concordia Mutual 





ice, “sae 
em an Illinois department has made a 
otk hd Concordia Mutual Benefit 
at 30 W Chicago, a fraternal, located 
est Washington street, as of 








July 1. Its assets are $1,396,952, legal 
reserve $1,181,307, surplus $191,539, ratio 
of solvency $114.26, It operates in IIli- 
nois, Indiana, Iowa, Missouri, Texas, 
Wisconsin and Louisiana. It has in force 
$7,437,366. For the first six months its 
income was $123,793 and total disburse- 
ments $52,861. 


American Woodmen Statement 


Assets of the American Woodmen of 
Denver showed in the annual statement 
as $2,888,854. These consisted of cash 
$718,296, U. S. government bonds $205,- 
761, state, county and municipal bonds 
$644,455, first mortgage loans $432,516, 
real estate $816,995, assessments col- 
lected and in process of reporting $33,- 
879, and securities in trust, accrued 
interest and other assets, $36,949. Legal 
reserve was $2,284,606, special and con- 
tingency reserve $498,028, trust funds 
$58,028. Claims in process of adjust- 
ment totaled $27,420 and expenses, taxes, 
bills, etc. due or accrued, $20,771. 
Lawrence H. Lightner of Denver is su- 
preme commander. 





Hughes Is Sales Manager 


G. M. Hughes has been appointed 
sales manager by the New England 
Order of Protection. He formerly was 
connected with the Maccabees for eight 
years, being manager of the claim de- 
partment for five years. He has been 
state manager in Maine for the last two 
years or more, 


Parsons Retires as Judge 


John W. Parsons, president National 
Mutual Benefit, Madison, Wis., has re- 
tired as judge of the Langlade county 
court, Wis., after 36 years’ continuous 
service. His home is at Antigo, Wis. 
He is 77 years of age and has been 
president of the Langlade County His- 
torical Society since its organization. 





Court Denies Recovery 


When a fraternal certificate provides 
that “If a member dies * * * in con- 
sequence of the violation of the laws of 
the state or of the United States * * * 
the certificate shall be null and void 
* * *” the Oklahoma supreme court 
held, where the insured received fatal in- 
jury while riding on a freight train in 
violation of the laws of Oklahoma, re- 
covery can nct be had. The opinion was 
given in the case of the Woodmen of 
the World vs. Mrs. Nellie G. Wright. 


POLICIES 


Term Dividend Scale Issued 














New 1938 Schedule Issued, First 
Since Adoption of 3 Percent Rates 
in 1935 





The 1938 dividend booklet for the 
Metropolitan furnishes a dividend sched- 
ule for term policies, the first since adop+ 
tion of 3 percent rates in 1935. The 
Metropolitan term dividends vary only 
with the age at issue or renewal. For 
instance, a five year renewable term 
taken out at age 25 would receive a divi- 
dend of $4.25 at the end of the third, 
fourth and fifth years. Upon renewal 
the premium would increase to the regu- 
lar rate for age 30 and dividends payable 
at the end of the sixth to 10th years in- 
clusive would be $4.51. Upon the next 
renewal at age 35, premiums and divi- 
dends would change to those shown in 
the accompanying table for that age, 
and likewise for age 40. No dividends 
are payable at the end of the first and 
second years of the original term of is- 
sue but they are payable during the 





first and second year of any renewal pe- 
riod. Thus the dividends shown in the 
table below are to be used for the third 
and succeeding years of the original 
term period of a policy issued at the age 
to which they apply or to all years of a 
renewal term beginning at such age. 


1988 ILLUSTRATIVE DIVIDEND 
SCALE—3% 


Renewable Term (Ordinary) Per $1,000 


rc— 5 Year——,—_10 Year—__, 
20 20 
Years Years 
Ave. An- Ave. 
Net nual Net 
Div. Pay. Prem. Div. Pay. 
$3.93 $6.22 $9.52 $4.59 $5.84 
4.00 6.31 9.60 4.63 5.94 
4.07 6.42 9.69 4.66 6.06 
4.13 6.54 9.80 4.69 6.19 
4.19 6.67 9.90 4.72 6.34 
4.25 6.82 10.01 4.75 6.50 
4.31 6.98 10.13 4.78 6.67 
4.36 7.17 10.25 4.80 6.86 
4.41 7.39 10.39 4.82 7.09 
4.46 7.63 10.55 4.85 7.34 
4.51 7.90 10.71 4.87 7.60 
4.56 8.21 10.89 4.90 7.91 
4.60 8.56 11.08 4.92 8.25 
4.64 8.96 11.29 4.95 8.63 
4.68 9.41 11.52 4.97 9.07 
4.72 9.91 11.78 5.00 9.56 
4.75 10.48 12.06 5.02 10.11 
4.78 11.11 12.36 5.05 10.73 
4.81 11.83 12.71 5.07 11.42 
4.84 12.63 13.10 5.10 12.20 
4.87 13.51 13.52 5.13 13.02 
4.91 14.51 14.01 5.17 13.96 
4.94 15.62 14.56 5.21 15.00 
4.98 16.86 15.19 5.26 16.16 
5.02 18.22 15.90 5.30 17.42 
5.05 19.70 16.69 5.35 18.78 
5.08 21.35 17.56 5.39 20.30 
5.10 23.16 18.54 5.41 21.98 
5.12 25.18 19.63 5.45 23.77 
5.15 27.38 20.87 5.50 25.73 
5.19 .... 22.23 5.60 27.86 
5.23 23.74 5.70 30.30 
5.27 25.41 5.80 33.00 
5.31 27.27 5.93 35.96 
5.37 29.31 6.13 39.18 
5.46 . $1.67 6.42 ... 
5.54 34.07 6.71 . 
5.62 36.82 7.08 . 
5.72 3 7.57 
5.89 . 8.18 . 
6.15 8.86 . 
6.48 . 9.41 . 
6.87 9.98 . 
7.32 0.57 . 
tae = a.59 . 








Chicago Women’s Banquet 
Follows Sales Congress 





Woman producers in Chicago term- 
inated their participation in the recent 
sales congress, sponsored by the Chi- 
cago Association of Life Underwriters, 
by a banquet in the penthouse on the 
roof of the Sherman Hotel. The event, 
underwritten by the generosity of 22 
Chicago general agents and managers, 
was attended by more than 80 members 
of the women’s division, their secretaries 
and secretaries in various life offices 
throughout the city. 

Sara Frances Jones, Sloan agency 
Equitable Society, was acting chairman. 
Helen Summy, Equitable Society, St. 
Joseph, Mo., chairman of the women’s 
division of the National Association 
of Life Underwriters, spoke, as did 
Miss Helen Rockwell, National Life 
of Vermont, Cleveland, chairman wom- 
en’s Quarter Million Dollar Round 
Table, and Beatrice Jones, assistant 
agency manager Equitable Society, New 


York, chairman program committee for 
the women of the National association. 

Miss Jones in her talk urged women 
agents to take greater interest in their 
work, saying, confidence and happiness 
comes only as a result of doing the job 
well. “Sav it with business” was offered 
ad a phrase to carry the producer into 
the realm of personal satisfaction. 

In speaking-on personal value ob- 
tained from affiliation with associations, 
Miss Rockwell commented that noth- 
ingt could offer women agents more in 
the way of building assurance and pres- 
tige than to become actively engaged in 
the work. Women become part of an 
inspired group movement the moment 
association activity enters into their pro- 
gram of life insurance selling. She said 
the women’s division in Cleveland had 
a membership of about 45 agents. 

Telegrams were read by Helen M. 
Thomas, head of the women’s division, 
received from A. E. McKeough, presi- 
dent of the Chicago Association of Life 
Underwriters and P. B. Hobbs, agency 
manager Equitable Society, Chicago, and 
general chairman of the sales congress. 





Plan Galveston Convention 


The Great American Life will hold its 
annual convention at Galveston, Tex., . 
immediately following the convention of 
the National Association of Life Under- 
writers at Houston. 





The Huntington, W. Va., agency of 
the Bankers Life of Iowa made the 
largest gain in February of all agencies. 
Pryce M. Haynes is agency manager for 
West Virginia. 





SOME 
PERTINENT 
FACTS ABOUT 


Supreme Forest 








WOODMEN CIRCLE 


@ Total Membership 133,030 
Total Protection $107,781,336 


Written in 1937 13,041,835 
Benefits Paid in 

| eee 1,643,312 
Benefits Paid 


since Organi- 
zation in 1895 38,799,018 


Dora Alexander Talley, President 
Mamie E. Long, Secretary 
Home Office, Omaha, Neb. 











Money invested in Life Insurance is 
worth just what it is represented to 
be when the Insurance was bought. 


Those who put money into Life In- 
surance find it a great resource in 
days of trouble. 

Life 


Insurance used to be called 








Men make money in their own business 
and then lose it in the other fellow’s 


Equitable Reserve Association 
NEENAH, WISCONSIN 


(Forty Years of Proven Service) 


“Die Insurance.” You had to die to 
get the money. 


Today men and women buy—“Living 
Insurance.” 


With its Legal Reserve Policies, com- 
pletely modernized, for Men, Women 
and Children, this organization is well 
equipped to offer a complete Life In- 
surance program. 
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||| ACTUARIES 


CALIFORNIA 
Barrett N. Coates Cari E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 




















DISTRICT OF COLUMBIA 








Specialty,. Income Taxes of Insurance 
‘ompanies 


WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 











ILLINOIS 


HARLEY N. BRUCE 
Consulting Actuary 
Insurance Center Building 
336 So. Wells Street 
Chicago, Illinois 
Wabash 5810 




















DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
160 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














CONOVER & GREEN 


Consulting Actuaries 
Auditors & Accountants 
120 South LaSalle Street 

Chicago 




















HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 

Associates 
x. Power ae Franklin 4020 
INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








—~— 























HARRY C. MARVIN 
Consulting Actuary 
8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 











NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 

















Established 1865 by David Parks Fackler 


FACKLER & COMPANY 
Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 


PENNSYLVANIA 
FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Fred E. Swartz, C.P.A. 
E. P. Higgins 
PHILADELPHIA | 
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R. G. Engelsman Tells How He 


Built His Successful Agency 





Ralph G. Engelsman, New York City 
general agent Penn Mutual, demon- 
strated strikingly the advanced thinking 
he has done and the forward steps he 
has taken in agency management, at a 
dinner of the general agents and man- 
agers division, Chicago Association of 
Life Underwriters, following the an- 
nual sales congress there at which Mr. 
Engelman spoke. 

He started his agency from scratch, 
he explained, going first to policyhold- 
ers for prospective agents and securing 
a number. Then he advertised, con- 
tacted friends by letter, personal inter- 
views and telephone calls, and eventu- 
ally employed a personnel agency to 
secure agency timber. At the end of 
the first year he had 14 men of 30 con- 
tracted and had produced $3,500,000. 


Recruiting Procedure 


The Engelsman agency recruits in- 
tensively four times a year for two or 
three weeks, thrice before July 1 and 
again in the fall. The idea of this dis- 
tribution is that by the last half year 
the new agents will be getting into 
production. 

No man is taken on who has been out 
of a job more than one month, or who 
has no life insurance. Mr. Engelsman 
never recruits men from other. com- 
panies. He feels they would do his 
agency no good and would disrupt his 
staff. He prefers men under 30, and 
without previous life insurance experi- 
ence. 

Choice of salary or commission is 
new men. The salary draws 
their interest, but most of them elect to 
go on commission. Mr. Engelsman does 
not seek to sell his agency to the agent 
prospect, but rather expects the prospect 
to sell himself to the agency. He must 
have a good background, not necessarily 
of higher education. Mr. Engelsman has 
found that, given the right background 
of family life, stratum in society, etc., 
education is unimportant. 


Education Not Essential 


“For every college man who has cre- 
ated a career in life insurance selling,” 
he said, “I’ll show you a non-college 
man who has done likewise.” 

Young agents are trained to solicit in 
their natural sphere. Their initial train- 
ing is simple. They are given a sales 
talk on retirement income. 

“New agents often suffer mental in- 
digestion from too much training,” he 
said. 

He expects his new men to ask him 
or the supervisors five questions daily 
for the first month, then three.a day, 
and they are encouraged thereafter to 
ask questions freely. This serves to 
spread the training period over a long 
period of time, making the information 
easier to absorb.. It also is a check on 
the agent’s growth in the business, dis- 
closing angles he is avoiding or over- 
looking. 

They go into the field for one week 
with the sales talk given them. Married 
men are supplied a family protection 
talk. After a week they return for a 
further period of training, and later after 
more field work, with supervision and 
joint work, they are given a more ad- 
vanced course. 

“One reason many agencies fail with 
young men,” Mr. Engelsman said, “is 
that they try to make millionaire pro- 





ducers out of them too soon. We can’t 


catapult men to success. Young men 
can’t begin right away to advise men on 
advanced underwriting ideas. Only a 
few can visualize much beyond what 
they are used to.” 

He discussed career life underwriting. 
“What do we mean by the term?” he 
asked. “I do not believe we have done 
any training for it. We have kidded 
ourselves. When we take men of 40 or 
over and talk about giving them a life 
insurance career, I don’t believe we can 
expect more than one in 100 actually to 
achieve it. If we are to build careers in 
life insurance selling we must build 
them as we were built, from the be- 
ginning. Those who have the stuff will 
seek knowledge. We can guide them, 
but little more. We can’t do much for 
the poor man. 

“T believe the salvation of the agency 
end of the business lies in the younger 
men, but we must not expect too much 
from them.” 

Mr. Engelsman asked for a showing 
of hands of all present who entered the 
business by age 25, about one-half so in- 
dicating, and then of those who started 
before age 30, all raising their hands. 
Motivating Agents 

Mr. Engelsman keeps close watch on 
his new men. He motivates them early 
each morning, making it a point to con- 
tact each man in the agency and to be 
breezy and dynamic so as to stir them 
to action. He does not leave these con- 
tacts with agents to chance, but works 
from a list, making notes in a book on 
what he has said to each man and what 
the man replied. 

A standing joke in the Engelsman 
agency is a great cowbell, which Mr. 
Engelsman takes in hand and rings as 
he marches around the agency when he 
finds the men loath to get out on the 
street. It has come to be an annual 
event for the agents to appropriate this 
bell, but Mr. Engelsman merely buys 
another, and, if possible, a louder one. 

Charles B. Stumes, of Stumes & Loeb, 
Penn Mutual, division chairman, pre- 
sided. C. Vivian Anderson, special agent 
Provident Mutual, Cincinnati, was a 
guest. O. Sam Cummings, president 
National Association of Life Under- 
writers, was scheduled for a talk but 
spoke only briefly. He commented that 
the panel on recruiting and training had 
been most valuable, and he hoped to be 
invited at some later date to discuss 
“Modern Technique in Agency Selec- 
tion” before the division. 


Coast Conference May 5-6 


Recruiting, Training, Supervision and 
Prestige Building to Be Discussed at 
Longview, Wash. 








General agents and managers of life 
companies in Seattle, Portland, Spokane, 
Vancouver, B. C. and surrounding terri- 
tory are completing plans for a two day 
“Northwestern Managers’ Congress” to 
be held at Longview, Wash., May 5-6 
under the general chairmanship of Rich- 
ard L. Sherwood, Portland, manager of 
the Phoenix Mutual Life. 

The first session will be devoted to 
“Recruiting” with John N. Adams, 
Portland, general agent Aetna Life, as 
chairman. Speakers will be: Joseph 
Mulder, Mutual Life, Seattle, on 
“Sources”; S. B. Carlton, Phoenix Mu- 
tual, Seattle, on “Methods”; Philip En- 


glehart, Massachusetts Mutual, 
land, “Selection.” 

-The. second session on “Training th 
New Agent” will be presided over } 
Hugh Bell, general agent Equitable Lif 
of Iowa, Seattle, with the followin 
speakers: “Introduction to the Job,” by 
J. J. Paterson, Oregon Mutual, Seattle 
“Prospecting,” G. W. Schweiger, Lin 
coln National, Portland; “Sales Pres 
entations,’ Seth B. Thompson, Pen 
Mutual, Portland; and “Field Work,” ¢ 
J. Sauter, Equitable N. Y., Seattle. 

The first day’s session will close with 
a banquet. 

First session of the second day will be 
devoted to “Supervision” with Harry 
Stewart, West Coast Life general agent 
at Seattle, as chairman. Speakers yi 
be: Joseph Grant, Penn Mutual, Seattle 
on “Agency Meétings”; T. H. Groves 
Equitable N. Y., Portland, “Contests”: 
Talmadge Smith, Mutual Life, Portland 
“Agency Bulletins”; Leo Appelman, Nz. 
tional of Vermont, Seattle, on “Fielf 
Work.” 

“Prestige Building” under the chair. 
manship of G. W. Schoeffel, manager 
Oregon Mutual, Portland, will be the 
closing subject, with the following 
speakers: Charles Frisbie, New England 
Mutual, Seattle, on “Prestige for the 
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: Selling Habits Are Stressed 


‘witat San. Francisco Congress 
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SAN FRANCISCO—Life insurance 
isone of the greatest forces for democ- 
rcy and as long as millions of citizens 
maintain life insurance estates, this 
country will remain a democracy, de- 
cared Commissioner Carpenter of Cali- 
fornia at the sales congress sponsored 
by the San Francisco and the Oakland- 
Fast Bay Life Underwriters associa- 
tins. In this country every man can 
establish and maintain his own “stand- 
ad of living” for his dependents, said 
Mr. Carpenter. . The congress attracted 
more than 900 field men from every sec- 
tion of northern California. In addition 
to several outstanding talks, a panel of 
13 members of the recently formed 
Quarter Million Dollar Round Table 
presented actual interviews and demon- 
strations. 

Clarence W. Peterson, manager Phoe- 
nx Mutual Life in San Francisco and 
general chairman, opened the session. 
President N. J. Nelson of the San Fran- 
cisco association presided over the morn- 
ing session. 


Linton Talks Social Security 


‘ M. A. Linton, president of the Provi- 
dent Mutual Life, discussed the social 
7 security act, outlining some of its pos- 
sible or needed changes. Mr. Linton 
‘ said that as the plan progresses it will 
become less popular among a large 
group of American workers and that 
each month brings to the fore more 
problems in its interpretation and ad- 
mmistration. He advocated that the 
plan be carried on on a “pay-as-you-go” 
basis and that inequalities be changed. 
He said that the plan will not interfere 
with the sale of life insurance. 

“1938 Selling Technique” was pre- 
sented by four members of the Quarter 
Million Round Table, including “Pre- 
Selling Habits” by Edgar F. Marbourg, 
Mutual Life; “Getting Favorable Inter- 
views” by A. E. Flamer, Aetna Life; 
The Interview Itself”? by Edwin  T. 
Golden, New York Life; and “Post-Sell- 
ing Habits” by Leonard M. White, 
Northwestern Mutual Life. 


Composite Picture of Producers 


: A. K. Deutsch, Equitable Society mil- 
ion dollar producer, presented a com- 
Posite picture of the 37 members of the 
Quarter Million Round Table” in in- 
ane the speakers. The average age 
the Thea average length of time in 
jai insurance business, 10% years; 
aan annual volume of paid business, 
nin 00, with annual first year pre- 
af es of $10,900, and average number 
cae written, 99. The quarter million 
aes oe os definite service to a 
beso ~ er of individuals in the com- 
i rd € serves, and that exclusive of 
a his first-year commissions 
*y € a substantial living for himself 
po excess of what the average ex- 
uve in other lines or professions en- 


— aid Mr. Deutsch. 




























year, although there is 

horizon to indicate that 

A 60 days will produce a 

tide te dete ling habits—or the 

a large € do in advance—contribute in 

actual measure to our success in the 
Sale,” said Mr. Deutsch. 
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These, he said, 
general classes: 












(1) publicity; (2) general merchandis- 
ing; and (3) daily routine. Under the 
heading of publicity he enumerated his 
activities as mailing of blotters to se- 
lected prospects and_ policyholders; 
birthday cards; age change cards; spe- 
cial announcements and a mail and call 
plan. Another mail method that has 
averaged him 13 percent of his cash in- 
come in the past four years consists of 
mailing a fully typed letter on a specific 
idea, stating that he will call in a few 
days and if the prospect is willing to dis- 
cuss the idea that he will then arrange 
an appointment for a later date. In- 
variably, he said, either a courteous in- 
terview is granted or a polite refusal 
by mail, phone or in person results. 
Social, civic and church activities also 
fall under the head of publicity, he said. 


Must Watch Changes 


“General merchandising” means a 
careful watch over the constant changes 
in the lives of policyholders, said Mr. 
Marbourg. Every change in a person’s 
life, social or economig, creates a reason 
to discuss the effect on their existing 
insurance and future needs. The con- 
tinual use of the various accepted pros- 
pecting methods is also another primary 
habit that must be adhered to without 
fail if a continuous flow of business is 
to result. “Each of us finds that cer- 
tain of these methods fit our scheme 
better than others—hence we should 
adopt those to our habits. A sincere 
desire to be of service without creating 
a feeling that an ulterior motive exists 
is important.” 

Mr. Marbourg said that he has estab- 
lished regular hours to be in his office 
in the morning and late in the afternoon, 
with usually at least a full hour in the 
middle of the day. Part of this time 
is spent in preparing presentations and 


surveys, part in keeping routine records, ' 


part in making telephone calls which, he 
said, prove a great aid in his time con- 
trol plan. While daily routine is a val- 
uable thing, it may also become a “dan- 
gerous thing” and can easily become 
“our master and consequently a great 





time waster. It is easy to sit in our 
office and play solitaire with our pros- 
pect cards. Our routine should be con- 
fined to doing those things that lead to 
the maximum hours for contact with 
the prospect. Our routine should be 
confined to doing those things that lead 
to one end—preparation for the contact 
or interview with prospective customers, 
the care of existing customers and the 
proper publicity to potential ones. The 
assembling of statistical information on 
our past activities and study to improve 
our knowledge and selling technique 
should be done in spare time when there 
is no opportunity to make sales,” said 
Mr. Marbourg. 


Must Sell Interview 


In discussing “Getting Favorable In- 
terviews,”’ Mr. Flamer said that getting 
a favorable interview is really a sale in 
itself. In starting out four years ago Mr. 
Flamer worked on the theory that until 
he could get some policyholders and 
build prestige and a reputation for him- 
self, his best bet was to use the reputa- 
tion and prestige of his company. In 
this) regard orphan policyholders and 
policyholders moving into the city of- 
fer fine contact. Death claims, thought- 
fully and carefully handled, are also an- 
other way of using company influence, 
as well as matured policies. Another way 
to use company influence is through di- 
rect mail which describes a specific pol- 
icy. In his successful use of direct by 
mail about 70 percent of the returns that 
were received came from “A-No. 1 pros- 
pects.” Before calling on the prospect, 
Mr. Flamer spends considerable time se- 
curing all possible information regard- 
ing the prospect. 

Under personal influence, Mr. Flamer 
told of the value of the endless chain 
method giving specific instances of serv- 
ices rendered which resulted in letters 
of introduction by those served. He 
stressed the necessity of securing fa- 
vorable interviews under proper circum- 
stances, pointing out that while it may 
seem like a waste of time, it has meant 
for him a high ratio of sales per inter- 
view. 

Uses Savings Bank 


In discussing “The Interview Itself,” 
Mr. Golden gave specific instances of his 
approach and discussion with the pros- 
pect, using a savings bank to build up 
the idea of a “long range savings plan.” 
He stressed the importance of com- 








Irrevocable Trust Flexible 





The irrevocable life insurance trust 
sounds as if it were extremely inflexible, 
and thus perhaps is not thoroughly 
understood by many life insurance men, 
Roy M. Frisby, assistant secretary of 
the trust division, Harris Trust & Sav- 
ings Bank, Chicago, told the Life 
Agency Supervisors at the April meet- 
ing. However, he said, this arrange- 
ment is about as flexible as if the life 
insurance were assigned to members 
of the policyholders’ family in the first 
place. In addition, substantial savings 
in state inheritance and U. S. estate 
taxes can be effected by this arrange- 
ment. 


Carefully Guard Proceeds 


Proceeds are guaranteed and the in- 
come is guaranteed to an extent, he said. 
It is true some people feel that the 
trustees might make investments that 
would show depreciated values, but as 
a practical matter, Mr. Frisby said, this 
very infrequently occurs and the trust 
agreement can be made so that this can 
be minimized to a negligible factor. 

The life insurance proceeds from the 
moment they become due and payable 
to the trustee are carefully guarded. The 








first step the trust company takes upon 
receiving the proceeds is to secure them 
by treasury bills until suitable invest- 
ments can be found. Mr. Frisby empha- 
sized that if a person with considerable 
estate seeks a program to avoid taxes, 
the life insurance trust is most effective. 
However, the program must be carried 
out to the nth degree to assure the tax 
savings. The irrevocable trust is an 
inseparable part of the plan, Mr. Frisby 
declared. 

He said the whole arrangement de- 
pends upon integrity, and in this combi- 
nation the undoubted soundness of well 
managed trust companies and life insur- 
ance companies go hand in hand to 
create the various concrete benefits for 
persons with large estates. 

R. H. Wienecke, president, was in the 
chair. S. A. Kent, assistant manager 
Van Goldman ordinary agency, Pruden- 
tial, Chicago, who is going to Salt Lake 
Citv as manager for that company, 
and C. F. Lundquist, new life depart- 
ment manager of Fred S. James & Co., 
Chicago, were honor guests. Joy M. 
Luidens, executive secretary Chicago 
Association of Life Underwriters, at- 
tended. 





pletely filling out ‘the question on the 
application which asks for information 
about existing insurance, urging the 
agents to secure all the information pos- 
sible under this heading. Usually, he 
said, the knowledge about such a mat- 
ter is limited, and this gives the agent 
an opportunity to suggest that the pros- 
pect let him check over his present poli- 
cies to see whether or not they have cer- 
tain clauses, etc. Usually when the ap- 
plicant comes in to be examined, Mr. 
Golden has him bring his existing 
policies with him. These are studied 
and determination made as to the actual 
needs, what his ability to pay is, and an 
alternate contract ordered to fill out the 
program to the best possible extent. 
More often than not, he said, the alter- 
nate contract is the one which is actually 
placed. He urged prompt delivery of 
policies immediately they are received 
from the home office. “It’s fatal,” he 
said, “to delay delivering them or in de- 
livering them, not to set the stage for 
your delivery interview so that you can 
make a complete and forceful demon- 
stration, and have the new insurance 
bound when you leave your client’s of- 


Ice, 
Post-Selling Habits Told 


“Post-selling habits,” said Mr. White, 
“begin one second after the close. It 
is our behavior in this regard which does 
most to make or break our reputations 
as real life insurance men, and if we are 
to justify our oft-repeated assertions that 
we are professional men, our post-sell- 
ing habits must be consistent, persist- 
ent and above reproach.” 

Proper post-selling habits will result 
mainly in the following: Repeat sales; 
creation of centers of influence and re- 
newal commissions. Mr. White is 
against indiscriminate ordering of addi- 
tional policies. If ordered, they should 
be for legitimate reasons and not just 
because the agent thinks he can “put-it- 
over” on the buyer. He advised personal 
delivery of premium notices when, if 
the company pays dividends, this fea- 
ture may be explained and stressed; he 
urged development of a change-of-age 
file and the program-selling method. He 
pointed to the importance of policyhold- 
ers as centers of influence, developed 
from proper post-selling habits, stating 
that about 70 percent of his own new 
lives come from such referred sources. 


Helps on Renewals 


Even if the agent never made a re- 
peat sale or acquired a center-of-influ- 
ence, good post-selling technique would 
be worth its effort for the effect it will 
have upon renewal commissions, said 
Mr. White, pointing out that if the 
agent’s renewal results are. poor, it is 
the result of poor post-selling habits. 

Mr. White decried the pressure ex- 
erted for volume, pointing to the neces- 
sity for “quality” as opposed to “quan- 
tity” underwriting. The surest gauge 
of quality underwriting is the persist- 
ency of the business. If it renews, it 
was sold right. “When getting excited 
about our volume for 1938, let’s not 
forget about what we sold in 1937. Let’s 
develop post-selling habits that pay us 
the renewals we have a right to expect. 
Let’s develop post-selling habits that 
pay our clients, and their families, the 
values they have a right to expect.” 


Coffin Gives Talk 


In discussing “The Essence of Sensi- 
ble Selling,’ Vincent B. Coffin, vice- 
president and superintendent of agencies 
Connecticut Mutual Life, pointed out 
that “we may as well face the fact that 
business is a little slow.” There are two 
courses to pursue to hold up production 
volume and renewals. One, which is a 
bit slower, he said, is to improve the 
quality of the job, to do a more intelli- 
gent piece of work. This requires study, 
experience and practice. The other is to 
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work intelligently to increase the quan- 


tity of which is being done. “If your 
closing percentage goes down and if you 
want to hold your income up, you must 
have more interviews,” he said. 

An analysis of successful interviews 
showed that (1) Sales were effective in 
direct proportion to the advance infor- 
mation the agent had secured; (2) Inter- 
views were successful in proportion to 
the amount of prestige established with 
the prospect; (3) Interviews were suc- 
cessful when there was developed clearly 
in the mind of the prospect the need 
for life insurance or additional life in- 
surance. “Do not,” he warned, “be mis- 
led by the prospect who seems to be so 
well sold on life insurance that you do 
not need to develop this need clearly.” 
(4) Interviews were successful where 
the agent had the proper mental atti- 
tude. 


His Suggestions for New Man 


The new man should adopt some 
plan or device which will force him to 
add new names to his prospect list and 
keep away from a small circle or group; 
he should seek some form of direct mail 
and he should have some simple sales 
idea with which he can become so thor- 
oughly familiar and about which he can 
become so enthusiastic he will use it as 
the basis for all his activities. He should 
have a simple programming plan which 
has for its objective the completion of 
the man’s coverage. 

Mr. Coffin urged the importance of 
motivation. “We are too apt to talk 
about life insurance in the abstract. 
Show specific cases where the service is 
valuable to the prospect.” 

“The agent must want to be success- 
ful or all the plans and methods in 
the world will have no effect. He must 
be willing to pay the price of success in 
energy and effort,” said Mr. Coffin. 

Gerald F. McKenna, manager Con- 
tinental Assurance, president of the San 
Francisco C. L. U. chapter, opened the 
afternoon session and George Morten- 
sen, Equitable Society, president of the 
Oakland-East Bay association, presided. 


Selling Problems Panel 


A panel discussion of “Today’s Sell- 
ing Problems” was presented by 12 
members of the “Quarter Million Round 
Table” under the direction of Chairman 
Deutsch. Those participating were: 
G. H. Bowman, New York Life; W. H. 
Brock, Jr., Aetna; H. W. Dodge, Mu- 
tual; Paul Ford, Aetna; T. A. Gallagher, 
Prudential; J. M. Hamill, Equitable; 
Harold Kay, New York Life; E. 
Kuhn, Phoenix Mutual; J. V. Lawry, 
Northwestern Mutual; H. N. Lyon, 
Fidelity Mutual; W. V. Power, Aetna; 
and Miss Dora Olinsky, Equitable. 

When the prospect brings up the 
question of inflation as an excuse for not 
taking life insurance, Mr. Lyon replies: 
“Inflation means a need for more dol- 
lars because of higher prices. Provided 
inflation does not run away (there is no 
remedy for. that) we all sell one policy 
that will bail a man out. I refer to in- 
surance to 65 with life income thereafter. 
The buyer (say he is 35) puts in aver- 
age dollars until he reaches age 65. In 
these 30 years, he has put in good-buying 
dollars and poor-buying dollars, the 
average dollar all the way. At 65 he 
starts to take out his life income but he 
needs more dollars because of inflation. 
His annuity contract will pay him four 
dollars for every one dollar per year he 
paid in and he is guaranteed these four- 
fold dollars as long as he lives.” 


Inflation Talk Answered 


In answering inflation talk, Mr. Gal- 
lagher says: “If we have inflation, the 
purchasing power of the dollar will de- 
crease. Therefore, to offset this de- 
creased purchasing value of the dollars 
that you have in your insurance, your 
family will need to receive additional 
money with which to purchase the neces- 
sities of life. If we do not have infla- 
tion, you need additional insurance as 
an investment. If we do have inflation, 
you need additional insurance as a hedge 
against the decreased purchasing value 
of the dollar. So, in any event, you 








need this additional insurance so let’s 
go ahead and fix it up.” 

Miss Olinsky tells her prospects that 
inflation is never permanent. ‘When 
we buy life insurance and annuities, we 
are buying with present-day dollars for 
the necessities of life that we will re- 
quire many years hence as this is an 
investment over a long period of -years. 
During that time, whether there be a 
change in the standard or not, it still 
enables us at the maturity of the invest- 
ment to realize our objective in secur- 
ing those necessities that we need and 
in the interim it gives us peace of mind 
that we will be independent and not de- 
pendent when we are ready to retire. 
This, in the final analysis, is the object 
of buying life insurance and annuities.” 

Mr. Dodge said “life insurance is one 
of the best hedges against inflation.” 
“You only pay 2 to 4 percent a year in 
premium deposits and if you should die 
in five, 10 or 15 years, the profit on your 
insurance would more than take care of 
any nominal inflation. The realization 
of this point is why most local bankers, 
stock brokers and investment bankers 
are very heavily insured.” 

John Marshall Holcombe, Jr., man- 
ager of the Sales Research Bureau, 
spoke on “What the Future Holds.” A 
recent survey of 20,000 people to deter- 
mine who are the purchasers today 
showed one-quarter of the buyers are 
women; one-quarter single men and one- 
half married men, he said. The policies 
purchased by married men are twice as 
large as those purchased by single men 
and that more than 50 percent of the 
people buying life insurance today own 
no other ordinary life insurance; that 
policyholders are buying policies twice 
as large as those purchased by people 
owning no other life insurance and that 
policies placed with corporations or 





partnerships as beneficiaries are six 
times as large as those in other classi- 
fications. This, he said, should point 
tiie way to life insurance agents in their 
selection of prospects. 

“The buying public will listen to you 
if you are interesting and when they 
listen to your story, we will sell more 
life insurance,” said Mr. Holcombe. 

In the future there will be less busi- 
ness written on cold canvass, predicted 
Mr. Holcombe. “You will find that you 
must learn about your prospects before 
you call upon them, and use _ the 
language the prospect understands and 
that fits the individual; the language that 
fits his particular problem and position 
in the body politic.’ This is the day 
of the individualized sale and business 
comes from: finding out what people 
like and doing more of it; and finding 
out what people don’t like and doing 
less of it. 





Rehearing on Moratorium Denied 
LINCOLN, NEB. — The Nebraska 


supreme court denied a motion for a 
rehearing on the decision in which it 
held that the mortgage moratorium law 
violated the constitutional guaranty 
against impairment of the obligations of 
contracts. A mandate was sent to the 
district court to end further attempts to 
reinstate the law. The court held that 
mortgagors who have been receiving 
benefits from moratory stay orders of 
district courts are not thereby estopped 
from challenging the validity of the law; 
that the legislature does not have sole 
authority to decide whether an emer- 
gency exists justifying the exercise of 
the police power of the state, and that 
constitutions should be construed as they 
read and not in the light of any changed 
social or economic conditions. 
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Agency”; and Horace Mecklem, New 
England Mutual, Portland on ‘Prestige 
for the Agent.” 





Common Denominator of 


Good Agencies Is Morale 


“Building Agency Morale” was dis- 
cussed by Charles J. Zimmerman, 
secretary National Association of Life 
Underwriters and Chicago general agent 
Connecticut Mutual Life, in talks before 
the San Antonio, Houston and Dallas 
life managers clubs. Morale makes the 
difference between the good agency and 
the poor agency. Morale is the com- 
mon denominator of the good agencies. 

The difference between the success- 
ful and unsuccessful agents is the pos- 
session of self confidence, a spirit of 
courage, and aggressiveness, said Mr. 
Zimmerman. The proper spirit which 
creates success is the result of knowl- 
edge, love of business which makes the 
agent ready to forego certain outside 
interests and do the things which are 
unpleasant, the securing of a financial 
income that is adequate, and the creation 
of security for the present and the 
future. 





Should Provide Incentive 


In creating proper morale among 
agents, Mr. Zimmerman emphasized that 
the general agent should have faith in 
the man whom he chooses to bring into 
his agency and he should provide incen- 
tive for the agent to achieve more than 
the mere making of a living. Lack of 
an incentive for more than making a 
living, he said will cause the agent to 
stop growing. There must be some- 
thing more than achieving a standard of 
living, Mr. Zimmerman urged. 

Agency morale requires close super- 
vision, personal conferences on difficul- 
ties encountered by agents’ training 
courses, dramatizing and refining of 
each sales process for the agent and im- 
pressing on the agent’s wife the impor- 








tance of her cooperation with her hus- 
band, said Mr. Zimmerman. 


Eckert Detroit President 


DETROIT—C. R. Eckert, general 
agent Northwestern Mutual, was elected 
president of the Associated Life General 
Agents & Managers by the new direc- 
tors. He was vice-president last year. 
He succeeds C. E. Purdy, Canada Life. 

Will S. Reeve, Union Central, was 
elected vice-president and Lincoln Ells- 
worth, Life of Virginia, treasurer, suc- 
ceeding A. A. Heald, Bankers of Iowa. 
H. B. Thompson will continue as ex- 
ecutive secretary-ccunsel. 








Spencer Is Boston Head 


BOSTON — W. G. Spencer, super- 
visor Camps agency Penn Mutual, Bos- 
ton, and manager Worcester branch, 
was elected president Boston Life Super- 
visors Club at the annual meeting. A. C. 
Deering of the John C. Paige & Co. life 
department was elected vice-president, 
and W. L. Wadsworth, Moore & Sum- 
mers agency New England Mutual, sec- 
retary-treasurer. Ward Phelps of the 
Sales Research Bureau spoke on “Agency 
Management—F[act or Fancy?” 





N. J. Supervisors Meet 


At the dinner-meeting of the Life Su- 
pervisors Association of Northern New 
Jersey, April 19, Frank A. Williams, 
leading producer in Newark of the Mu- 
tual Life of New York, spoke on “Cases 
I Have Closed.” 


Cummings Speaks in Newark 

O. Sam Cummings, president National 
Association of Life Underwriters, will 
speak at the dinner meeting of the Life 
Insurance General Agents & Managers 
Association of Northern New Jersey in 
Newark, May 4. 


Jamison Denver Speaker 


John H. Jamison of the Sales Re- 
search Bureau will address a dinner 
meeting of the Denver Association of 
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By A. R. JAQUA 


Associate Editor, Diamond Life 
Bulletins 


Suppose you were going to start ng 
in the ‘life insurance business as 4 
agent but knew what you now kno 
What would attract you to any partig 
lar agency? 

A number of us recently considerg 
that question and decided on_ the 
items: 

1. The prestige of a good, we 
known company that has favorable rat 
and contracts for the buyer. 

2. The prestige of a well-establishe 
agency. 

3. An adequate financing plan. 

4. A tested training program. 

5. An adequate and continuot 
coaching and supervisory service. 

6. A general agent and office fore 
that have both the mechanical equipmen 
and the desire to cooperate with me. 

7. An agent’s contract that is fair, 

Not every agency is so equipped. Th 
is why recruiting is difficult. And ye 
three of the most successful gen 
agents agreed on the statement that 
manager can get all the men he wants 
(1) he is set up to handle them; (2) ha 
a process for getting in touch with them 
and (3) deserves to get them. 

Now you can juggle those seven fa¢ 
tors about a bit and still get the rig 
answer. For example, if a manager i 
sent into new territory to start af 
agency from scratch he must of neces 
sity lack the 14 points credit on the No 
2 factor. To compete for men against 
an agency which has a well-established 
prestige, he must make up those 
credits on some of the other factors. He 
must make it up on the financing plat 
or the training program or supervisi0 
or more office service or a better agent 
contract. | 

Of course we are talking here abot 
recruiting the better type of men; pe 
tential C. L. U’s., or potential $250,00 
producers. Everyone knows that thor 
sands of men have been recruit 
agencies having few or none of thest 
seven plus factors. ; 

But the most profitable agencies today 
must have a fair number of men whose! 
average premium collection is $50:¢ 
more and showing a persistency 
percent or better at the end of the se 
ond year. If that is the type agent 
one is after, isn’t it worth while to pu 
down in writing the things you know# 
good man wants and then at least build 
toward them? P 

You may not agree at all with the 
seven factors stated, but at any T™® 
there are some factors that are imp? 
tant in attracting good men and help 
ing them to be successful. Have yo 
determined wnat those factors are 10 
your set-up: 

This argument, as you have doubtless 
perceived, is the same as impels malt 
facturers to institute researches om Cm 
sumer’s likes and dislikes. And 
very large fortunes have been me eo 
discovering what people wante 
then supplying t # << 
" General 
: Bank. 








Life Insurance Managers 
Agents May 3. William Scroggs, 
ers Life of Iowa, will preside. 


Great Republic Deal Progress® 

LOS ANGELES. — Stockholders i 
the Great Republic Life will meet 
22 to vote on the question of apr n tht 
the deal made bv the directors ‘ " 
Postal Union Life of Los Angee " 
the reinsurance of Great Repu vt he 
is practically certain the act we 
approved, as a majority Stocl ig 
is held by Postal Union represé will Oe 

Following the vote the matter Meg 
placed before the court by Coma it 
Carpenter, who has been eg epatte 
company since its seizure by : 
ment more than two years a8” 





























